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Pittsburgh-Auburn Co., 
5740 Baum Boulevard, 
Pittsburgh, delivered in 

the first six months 
of 1928 within forty-four 
automobiles of the 
number they delivered 
in the entire year of 1927 

and made a net profit 

of $25,000.00 


What Is YOUR Expectancy? 


Auburn Automobile Co., Auburn, Indiana 
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AVE Arrow Head supply your pistons and —_ 


pins and your men will never again waste 
Ae Vace- le) (cm oteeteme)ustetcm otel maemo) (iceelmeaeacrlaatete 
pistons to cylinders. Arrow Head delivers pistons 
and pins in balanced fitted assemblies— built to 
Zeleb am) olere belercta (evel mmnsidemmecee mer: lucthe-Vamebelemmebele 
CoyueaMobtcsemeltrletamndct-tandolca mer hia ols oelaeltustuan ce 
your assembly line for immediate installation. 


As piston and pin headquarters for a large and 
rapidly increasing number of prominent motor 
makers, Arrow Head has specialized facilities to 
produce pistons and pins for you in practically 


VenmreLer-beletarar:tam beet ele)uc:t etary bs tetcsram @Lele)lectaleyetme)e| 
request. Write today. 


ARROW HEAD STEEL PRODUCTS COMPANY 
BUFFALO MINNEAPOLIS, MINNESOTA 


Pro 


CHICAGO 
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Dependable 
Products 


SERA AOME ir velabtettere 
bats ereelatatceteveGelaatets 
eM elselecevetmagetsemuele 
build a Motor — use 
Arrow Head Bal- 
anced Piston-and- 
Pin assemblies—just 
unwrap and slip in- 
to place. 


Pistons 4 Piston Pins 4 Axle and Drive Shafts 
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JUMBO GIANT BRAKE TESTER & 
Handles §& 
up to 50 cars per day. -Shows §& 
driver the need for brake adjust- §& 
ment, re-lining and drum truing. 
Automatic. No estimating or fig- 
uring. Finest, most profitable 
tester made. 


the world over : 
yen profit-building efficiency 


‘THE PRICE-HOLLISTER COMPANY 


is . be 
ROCKFORD, IL / JUMBO BRAKE DRUM TURNING 


AND GRINDING MACHINE 
Trues inside and outside of brake 
drums of cars and trucks rapidly 
and accurately. Fully automatic. 
Trouble-free. Only universal ma- 
chine for both turning and grind- 
ing. Soon pays for itself, 


rtment: 140 W. 42nd Street, New York City 
ee, ess “JUMBO” all Codes 
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_Northeasters sell so rapidly because they satisfy 
the preferences of motorists. Rich in tone, hand- 
some in appearance, attractive in price—only 
$5.00 and $7.50 retail. Rugged magnetic and 
motor-driven types, in sizes for every purpose. 
Generous dealer profit in every sale. 


Nort East Service Ins. 
yp) New York © 








Service Stations all over the world ee 
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Bend It Till It 
Breaks 


When it is claimed that Kodaloid (gen- 
uine Eastman ‘Transparent Sheeting) 
possesses unique flexibility, it is only 
fair, naturally, to allow you to prove it 
for yourself, 

If you will fill out the coupon below, 
a sample of Kodaloid will be sent you 
and you may make the following com- 
parative test. Cut one strip from the 
sample, one inch wide, and a similar 
sized strip from the material you now 
use. Next take the sample of Kodaloid 
and bend it over on itself and then do the 
same in the opposite direction and re- 
peat this until the sample breaks. Do 
likewise with the other sample. Then 
call up your jobber and order your sup- 
ply of the sample which gave the great- 
er number of folds. 

In addition to its flexibility Kodaloid 
possesses unrivaled transparency, freedom 
from color and high, natural gloss. 


Eastman ~odak Company 
Rochester, N. Y. 


Chemical Sales Division 


“<“ss*e @ee ee eee eenen eee eB ewe ee ee ee ee ee ee Se Se He eee ere ee ee eS 


Eastman Kodak Company 
355 State Street 
Rochester, N. Y. 


Gentlemen: 


Please send me sample of Kodaloid so 


that I may make the test described above. 
Be Le anche 
| ene Bee RR A Sr 
My name is 


pT A, SI ALO NN TS 
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In 1908 .. . 


THE AUTO SHOW BALLYHOO OF 20 YEARS-AGO BOASTED THE ARRIVAL OF THE 
ULTIMATE MOTOR CAR. NEITHER ENGINEERING GENIUS NOR DESIGNING SKILL COULD 
EVER PRODUCE ANOTHER IMPROVEMENT, QUOTH THE EXUBERANT SALESMAN. 


iP a point-for-point comparison between that “last 
word” car of 1908 and the modern automobile, the 
improvement in wheel construction stands out. For 
the advent of Budd-Michelin made wheels more than 
a means of turning power into motion. It gave them 
new importance as a source of safety, convenience 
and beauty. 


Budd-Michelin Wheels are safe, because they are 
made of cold-rolled steel. A blow that would smash a 
wooden wheel, could only dent a Budd- Michelin. So 
the danger of turning over is eliminated. And a dented 
Budd- Michelin is a small matter. There’s a fifth wheel 
to take its place and the blemish can be fixed for $3 or 





BUDD 


WHEEL COMPANY, DETROIT 


so. Delays, tow-charges and a new wheel cost a good 
deal more than that! 


When there’s a tire to shift, that’s a simple matter. 
The wheel with the flat comes off. The spare wheel goes 
on. A four-minute incident—and you’re on your way. 
That’s convenience for you. 


Budd - Michelin polished discs have a smooth, grace- 
ful beauty that belongs with the trim, stream lines of 
the modern car. And a swift dab with a cloth keeps 
them bright and clean. That’s the closing argument 
that swings many a choice to the car equipped with 


Budd-Michelin Wheels. 





Also makers of the Budd Interchangeable Wire Wheel and Budd Dual Wheel 
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ahead- 
in SALES 





every month for 13 months! 











-and the President is outselling 


every hight in the World! 


Month after month for a year past 
Studebaker-Erskine retail deliver- 
ies have shown gains over the pre- 
vious year. 


Record after record has added to 
the long list of Studebaker achieve- 
ments of performance— 114 official 
speed and endurance records in all! 
Topped by The President Eight’s 
world record of 30,000 miles in 


26,326 minutes! Now comes an- 
other President record! This great 
Studebaker Eight at $1685, though 
less than a year on the market, 
outsells every other eight-cylinder 
car in the world! 


The motor world pays increasing 
respect to the genius of Studebaker 
engineering — proved by the reli- 
able barometer of actual retail sales. 


STUDEBAKER 


The Studebaker franchise gives you not only The President Eight, 
selling from $1685 to $2485; but also The Commander at $1435 
to $1665; The Dictator at $1185 to $1395; and The Erskine Six 
at $835 to $1045—four great lines of passenger cars—in addi- 
tion to a full line of commercial cars. 


Write—wire—now—today, for confidential information on the 
Studebaker franchise in your vicinity. You will be surprised 
how very small is the investment required. Address Dept. 51, 


The Studebaker Corporation of America, South Bend, Indiana. 
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Ten Million 
know the name Vu LCO 


The name “GATES VULCO” in big letters on 
fan belts and radiator hose is seen by over half 
of all the car owners in the whole U. S. every 
time they lift the hood of their car. No other 
name in the rubber accessories field is on so 
many cars—and this name has stood for quality 
for ten years now. More than 10,000,000 motor- 
ists know Vulco and the quality it stands for. 
That’s why Vulco Tire sales have doubled this 














year. 


Vutco [IRES 


Manufactured by The Gates Rubber Company, Denver, U. S. A. 
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A Secret 
of New Departure 
Endurance 


HERE steel fibre or “grain” runs parallel to surfaces of 
a bearing subjected to loads the endurance life is much 
greater than where the load is taken on “end grain” or 


fibre ends. 


The exceptional endurance of New Departure Ball Bear- 
ings is explained in part by special processes by which 
the direction of the fibre is controlled in the steel. 


Special upset forging processes force the “fibre flow” 
in the ball bearing rings parallel to the raceways. 


This explains a hitherto little known factor 
contributing to the remarkably long and 
uniform endurance found in New 

Departure Ball Bearings. 





THE NEW DEPARTURE MFG. COMPANY 
BRISTOL, CONNECTICUT 
Chicago San Francisco : Detroit 


NEW DEPARTURE 
QUALITY 


PALL BEARINGS 
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Laboratory. 


That Timken Bearings in use shall stand every test 
of radial load, thrust, torque, shock and speed is a 
foregone conclusion because such service has been 
foreseen. 


In the Timken Physical Testing Laboratory, bearings 
must prove what they will do on the road. 


They must survive tests more strenuous than they 
will ever actually experience. 


It is not enough for Timkens merely to measure up 
to ordinary expectations. Timken Bearings must have 
an Over-measure on the side of safety and endurance. 


Before going into any new installation, Timken elec- 
tric steel, Timken tapered construction and Timken 
POSITIVELY ALIGNED ROLLS must prove their worth 
again and again. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


October 11, 1928 


Corner of 
Timken Physi- 
cal Testing 
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L. G. Peed Joins 
Chrysler Corp. 


Will Hold Executive Sales 
Post to be Announced 
Later 


LEAVES WILLYS 

DETROIT, Oct. 6—Appointment of 
L. G. Peed, formerly sales manager of 
the Willys-Overland Corp., to an im- 
portant executive position in the Chrys- 
ler Corp. was announced today by J. E. 
Fields, vice-president in charge of sales 
of Chrysler. 

Mr. Peed was for 10 years associated 
with the old Maxwell Motor Co. and 
has for the past 11 years been with 
the Willys-Overland Corp. in various 
sales capacities. 

Mr. Peed’s first commercial experi- 
ence after leaving school was in the 
New Castle plant of the Maxwell Motor 
Co. Coming to Detroit he progressed 
through the Maxwell organization. 

In 1917 he was offered the position 
of sales manager of the Willys-Overland 
New York branch and in 1919, after 
his return from war service, he was 
made assistant zone manager of the 
Eastern division of the Willys-Overland 
Corp. In 1921 he became manager of 
the Toledo branch. In 1922 he was ap- 
pointed assistant sales manager at the 
factory, and worked under the leader- 
ship of Walter P. Chrysler, with whom 
he again joins forces. In November of 
1922 he became Willys-Overland sales 
manager, which position he filled to the 
date of his resignation. 





Expands Service Branch 


LOS ANGELES, Oct. 8—The Los 
Angeles branch of United Motors 
Service has just completed an enlarge- 
ment of facilities of all departments 
that places this firm in the front rank 
of the modern specialized automotive 
Service stations on the coast. Total 
floor space has been doubled and equip- 
ment and parts stock greatly increased. 
W. G. Hinnau is Los Angeles branch 
manager of United Motors Service. 





Oakland Ships 19,113 
DETROIT, Oct. 8—The Oakland Mo- 
tor Car Co. delivered 19,113 cars in Sep- 
tember, bringing shipments for the first 
nine months of the year to 225,879, com- 
pared with 160,554 units in the corre- 
sponding period of last year. 





Commerce Chamber 
Estimates 460,000 
Output for September 


NEW YORK, Oct. 6—Pro- 
duction of automobiles during 
September of the current year 
is estimated by the National 
Automobile Chamber of Com- 
merce as 460,000. This figure 
indicates a continued high 

. seale of production, comparing 
with 271,649 for the corre- 
sponding month last year, al- 
though it does represent a 
slight drop from August of 
this year when the production 
was 489,758. 











Moriarty Promoted 
LOS ANGELES, Oct. 8—George H. 
Moriarty, who for more than a year 
has been stationed at Los Angeles, has 
been appointed assistant general sales 
manager for the Locomobile Co. of 
America, Inc. He recently departed for 


Bridgeport, Conn., to assume his new 


duties. 


Oil Dealers Organize 

SCRANTON, PA., Oct. 8—Approxi- 
mately 55 independent retail operators 
of gasoline and oil stations in north- 
eastern Pennsylvania met at the Hotel 
Casey in Scranton last week and form- 
ed an association for the purpose of 
buying products in bulk quantities to 
better their competition with the larger 
companies. Kenneth McDonnell, of 
Scranton, was named president of the 
association. Recently the large refin- 
eries operating retail stations in this 
section of the state lowered the consum- 
er’s rate to 17 cents per gallon for the 
standard fuel, abolished special com- 
mercial discounts to fleet owners, at the 
same time standardizing the retailers’ 
profit on a differential of 2 cents per 
gallon below the set consumers’ figures. 
The association is an effort to alleviate 
the threatening situation. 








Motorists’ Association Quits 

LOUISVILLE, KY., Oct. 8—An- 
nouncement was made in circulars 
sent members by the American Motor- 
ists Corp. that the organization, which 
lists some 300 or 400 members, was 
winding up. The plan of this body was 
to sign up consumers or motorists, who 
for $20 a year were able to secure dis- 
counts on tires, oils, gasoline, auto sup- 
plies, batteries, etc., by patronizing a 
number of companies with which the 
organization had contracted. 


Allied Products 
Formed By Merger 


Indiana Lamp, Victor-Penin- 
sular and Richard Broth- 
ers Combine 


TO MAKE LAMPS 


CHICAGO, Oct. 6—Formation of the 
Allied Products Corp. in Illinois to ac- 
quire the business of the Indiana Lamp 
Corp., Victor-Peninsular Co. and the 
Richards Brothers Die Works, organ- 
ized in 1910, 1917 and 1915 respectively, 
was announced today by John Burnham 
& Company, investment bankers, in cir- 
culars offering 50,000 shares of Class A 
convertible common stock in the new 
corporation. 

The new corporation will continue the 
manufacture of all types of lamps for 
automobiles including headlights, side 
lights and tail lights at Connersville, 
Indiana, where it is also the exclusive 
producer of the Ilco-Ryan-Lite. Spe- 
cial dies, interchangeable dies and 
punches, cap screws, shackle bolts and 
similar products are manufactured at 
Detroit and Hillsdale, Michigan. Ap- 
proximately 80 per cent of the com- 
pany’s products are purchased by the 
automotive industry. 

Net sales of the corporation for the 
three months ended March 31 were $1,- 
630,290 and net profits were $224,981. 
The figures for six months without 
audit show sales of $3,400,000 and net 
profits of more than $450,000. 

R. O. Cunningham has been named 
president of the new corporation and 
the company states that those who have 
been responsible for the successful de- 
velopment and operation of the three 
businesses in the past, will continue in 
the active management. 





Brigance Elected by Dealers 


LOS ANGELES, Oct. 8—J. W. Brig- 
ance, sales manager for the Los An- 
geles factory branch of the Reo Motor 
Car Co., has been elected president of 
the Sales Managers’ Association of the 
Los Angeles Motor Car Dealers Asso- 
ciation. A. B. Hull, sales manager for 
the Nash-Breyer Motor Co., was elected 
vice-president, and Morton Bowman, 
LaSalle sales manager for Don Lee, 
was elected secretary-treasurer. Mr. 
Brigance, as the new president, suc- 
ceeds F. E. Guinney, Cadillac sales 
manager for Don Lee, who headed the 
association last year. 
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47 Lines of Cars 
Draw N. Y. Spaces 


Salon for High Priced Cars 
to be 1929 Show 
Feature 


NEW YORK, Oct. 8—Signing up 
every square foot of floor space as the 
automobile industry approaches a new 
production record for all time, more 
than 250 motor vehicle, parts and 
equipment makers reserved positions 
for the New York and Chicago shows 
at the annual drawing Oct. 4. The New 
York event will be Jan. 5-12 and the 
Chicago show, Jan. 26-Feb. 2. _ 

Forty-two makers of motor vehicles 
will exhibit over 200 models. Parts and 
equipment makers, the bulk of whose 
space is reserved by the Motor & 
Equipment Association, will include 225 
exhibitors. Five foreign cars will be 
exhibited in New York. 

Several radical changes are being 
made in the show this year. The in- 
clusion of foreign cars is a new move. 
Another change is the grouping of the 
higher priced cars in a salon on the 
second floor. A number of these cars 
are entitled to draw for space on the 
first floor but it is believed that public 
convenience will be assisted by a group- 
ing of cars in the higher priced scale 
on one level. 

Cars to be exhibited include Auburn, 
Buick, Cadillac, Chandler, Chevrolet, 
Chrysler, Cunningham, De Soto, Dodge 
Brothers, duPont, Durant, Elcar, Er- 
skine, Essex, Franklin, Gardner, Gra- 
ham-Paige, Hudson, Hupmobile, Jordan, 
Kissel LaSalle, Lincoln, Locomobile, 
Marmon, Moon, Nash, Oakland, Olds- 
mobile, Packard, Peerless, Pierce-Ar- 
row, Plymouth, Pontiac, Reo, Roamer, 
Stearns, Studebaker, Stutz, Velie, 
Willys - Knight, Whippet. Taxicabs: 
Yellow. Foreign cars: Austin, Daim- 
ler, Mercedes-Benz, Renault and Vaux- 
hall. 


New $1,500,000 Chrysler Plant 

DETROIT, Oct. 6—A 70-acre tract 
of land between Ford and Windsor, 
Ont., has been purchased by the Chrys- 
ler Corp. of Canada on which it will 
erect a $1,500,000 plant soon. The 
present Windsor plant acquired in 1924 
will be kept in operation as a parts 
factory and when the new unit is com- 
pleted it will raise the Chrysler output 
from 150 cars a day to 365 cars a day, 
according to John D. Mansfield, presi- 
dent and general manager. 














Automobile Men on Air Board 

LOUISVILLE, KY., Oct. 8—Two 
Louisville automobile men have been 
named members of the Louisville & 
Jefferson County Air Board, of six 
members, by Mayor Harrison, one being 
Edward L. McPhee, manager of the 
Louisville division of the Ford Motor 
Co., and the other, Albert M. Woody, 
former aviator and Ford agent, who re- 
cently became manager of the Consoli- 





Box Car Numbers 
on the Studebaker 
Atlantic City Run 
T= figures below show 


strains and stresses that 

each of the four stock Stude- 
baker President Eights with- 
stood when each traveled 30,- 
000 miles in less than 30,000 
consecutive minutes at the At- 
lantic City Speedway: 
Total revolutions 

of each engine. 67,320,000 
Total explosions in 

each engine .... 269,280,000 
Total up and down 

travel of each 

Dt ccesenne 49,087,500 (ft.) 
Total times each 

valve opened .. 33,660,000 


These figures, the result of 
slide rule calculations, are so 
large that they are difficult to 
visualize. The President Eight 
maintained better than mile-a- 
minute speeds for 19 success- 
ive days and 18 successive 
nights. 











dated Motors Co., a new company 
formed to handle the Lincoln car in 
Louisville, and composed of the vari- 
ous Ford agents. 





Morey and Kinyoun Stutz Dealers 

WICHITA, KAN., Oct. 6—D. D. 
Morey and J. Perry Kinyoun have been 
appointed distributors for Stutz in 
Wichita and adjacent territory. D. D. 
Morey, president and treasurer of the 
firm, comes to Wichita from Manhattan, 
Kan., where he has been in the real 
estate and contracting business for 15 
years. Mr. Kinyoun is well known in 
Wichita, having been associated with 
the Lincoln agency a few years ago. 
He has been in the automobile business 
for the past 15 years. 





Ford Passes 5,000 a Day 

DETROIT, Oct. 8—Ford Motor Co. 
is making slightly more than 5000 cars 
a day and production is slowly but 
steadily increasing every day, according 
to an official of the company. Approx- 
imately 400,000 of the new Model “A” 
Fords have been produced. The com- 
pany is now employing approximately 
125,000 men in the Fordson and High- 
land Park plants. This is the largest 
employment in Ford’s history. 


| O. C. Tyner 

CLEVELAND, Oct. 6—O. C. Tyner, 
president of the Jordan-Ohio Co., this 
city, was instantly killed Sept. 29 when 
his automobile struck the concrete abut- 
ment of a safety zone in East Cleve- 
land. Mr. Tyner was one of Cleveland’s 
first motor car dealers, coming from 
Chicago 20 years ago. He had been 
president of the Jordan-Ohio company 
for 11 years and was the Jordan com- 
pany’s oldest distributor. For a num- 
ber of years Mr. Tyner had been prom- 
inent in the Cleveland Automobile 
Manufacturers and Dealers Associa- 
tion, and had served several terms as 
a director. 





Motor Age 


New Murray Head 
Assumes Control 


Says Company Will Continue 
as Independent in Body 
Field 


DETROIT, Oct. 6—The new man- 
agement of the Murray Corp. of 
America will continue the company’s 
program of constantly improving ef- 
ficiency within plants, C. W. Avery, who 
has been elected president and general 
manager, said on taking up his new 
duties. 

A program of expansion which is 
being brought about by the rearrange- 
ment of departments within the present 
Murray buildings will be continued, 
Mr. Avery said. Besides personnel 
changes announced after the New York 
meeting there will be few other changes, 
he said. 

Asked if rumors which have been 
current in financial circles recently to 
the effect that a certain automobile 
manufacturer was trying to gain con- 
trol of one of the large body com- 
panies, Mr. Avery said: “You can say 
for me that no motor car manufacturer 
whatsoever is interested in the change 
of management which was announced 
in New York. 

“Everything points to an exception- 
ally good business for the automotive 
industry during the last quarter as 
compared with previous corresponding 
periods.” 





Drop High Truck Appraisals 


PONTIAC, MICH., Oct. 6—Exces- 
sive trade-in allowances will no longer 
be made on General Motors trucks. 
This announcement, considered to be of 
far-reaching importance, was made 
here today by O. L. Arnold, vice-presi- 
dent, directing sales of the company. 





Colling With Leco Automaton 


CHICAGO, Oct. 6—C. J. Colling of 
Cleveland, formerly Eastern district 
manager for Biflex Bumper Co. and 
previously with the Pennsylvania Pis- 
ton Ring Co., Cleveland, has been ap- 
pointed Eastern district manager for 
the Lubricating Equipment Co., Chi- 
cago. 





Albertson & Co. Builds Addition 
SIOUX CITY, IOWA, Oct. 6—Al- 


bertson & Co., manufacturer of auto- 
motive tools, has begun construction 
upon its new $60,000 addition, west of 
the present plant, which will be 40 x 
155 ft., with four floors and basement. 
It will be reinforced concrete construc- 
tion and is scheduled to be fully equip- 
ped and in operation by Feb. 15. Busi- 
ness of the plant has been growing sO 
fast that double shifts have been em- 
ployed in recent months in effort to 
meet production demands. 
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Plant Operations 
High in October 


Gradual Decline From Third 
Quarter Seen But Record 
Year Looms 





NEW YORK, Oct. 6—Entering the 
last quarter on a scale of operations 
comparable to the high level in the 
third-quarter, automobile factories will 
continue at an active though gradually 
diminishing rate through October. 
Marked reductions will probably take 
place in November and December due to 
manufacturing changes in a number of 
large producing plants in preparatisn 
for 1929 business. 

With the high September total, pro- 
duction in the first nine months this 
year has exceeded the entire 1927 total 
by about 100,000 and is about equal to 
the nine months’ period in 1926, the 
industry’s record year. To establish a 
new production total this year the in- 
dustry must exceed the 790,000 total 
set up in the final quarter of 1926. 
Present indications are that production 
in the final quarter this year will ap- 
proximate 1,000,000. 

Retail sales conditions generally in 
September showed a decline from the 
earlier months of the quarter, a de- 
cline that was marked in some of the 
large Northeastern centers and more 
gradual in other sections. In the sec- 
tions in which reduced business was 
most marked, the decline was adduced 
to a concentration of dealer effort to 
the moving of used cars before cold 
weather sharply curtailed marketing 
opportunities. Business for the month, 
however, was considerably better than 
in the same month last year and new 
car stocks are low. 





Huebner Supply Co. Expands 


TOLEDO, Oct. 8—The Huebner Sup- 
ply Co., one of the largest distributors 
of automotive supplies in this section 
of Ohio, has purchased a four-story 
commercial building at 20-22 Erie St., 
in the heart of the wholesale and job- 
bing district here, and will completely 
remodel it to accommodate expanding 
business of the company. The new 
home will be ready about Jan. 1. In 
the new location there will be a new 
department to specialize in handling of 
airplane parts and accessories—the first 
of its kind in Toledo. 


Burt to Make $100,000 Club 


SPOKANE, WASH., Oct. 6—B. J. 
Burt, salesman in the used car depart- 
ment of Transport Motor Co., Spokane, 
is fourth man in the western part of the 
United States, including Chicago and 
St. Louis, in a sales contest of Willys- 
Overland, Inc., according to word re- 
ceived by E. P. Olson, sales manager 
of the Spokane firm. 

“The contest is for membership in 
the factory’s $100,000 club, composed 
of salesmen who sell $100,000 worth of 











Franklin V. P. 














John E. Williams 


Appointment of John E. 
Williams as vice-president in 
charge of sales for the Frank- 
lin Automobile Co. has been 
announced by H. H. Franklin, 

- president. For the past year 
and a half Mr. Williams has 
been merchandising and adver- 
tising counsel for Franklin, 
and previously was vice-presi- 
dent of the United States Ad- 
vertising Corp. 











cars a year on a basis of the factory 
net price,” said Mr. Olson. “Mr. Burt’s 
record is especially gratifying because 
he took a vacation of an entire month 
and now has $90,700 worth of business 
to his credit, with more than three 
months to go.” 


Chevrolet “72” Club Elects 

CINCINNATI, Oct. 8—B. L. Dock- 
um, of the Avondale Chevrolet Motor 
Co., was elected president of the 
Chevrolet “72” Car Club at the meet- 
ing of that organization held last week. 
Leroy Jungclass, of the Economy Chev- 
rolet Motor Co., was made vice-presi- 
dent; Scott Finlay, of Hamilton, Ohio, 
secretary, and A. B. Stretch, of the 
Gilbert Chevrolet Sales Co., treasurer. 








Brockman Heads Hoover Drive 

ST. LOUIS, Oct. 6—Col. Phil H. 
Brockman, president of the De Luxe 
Automobile Co., president of the St. 
Louis Automobile Dealers’ Association, 
and former chairman of the Board of 
Police Commissioners, has been ap- 
pointed director of the Western divis- 
ion of the Hoover-Curtis Automobile 
Sales League. 


Parsons Adds Packard Line 

HOLYOKE, MASS., Oct. 6—W. R. 
Parsons has been appointed Packard 
dealer here. He is retaining the 
Graham-Paige line. 



































































Auburn Shows a 
Victoria Model 


New Car Incorporates Usual 
Auburn Lines. Shift 
Lever Changed 


AUBURN, IND., Oct. 6—A new 
four-passenger Victoria model on the 
8-88 chassis and the 6-76 is announced 
by the Auburn Automobile Co. Pro- 
duction has begun and shipments are 
being made daily. The new model in- 
corporates the standard Auburn lines 
with only slight changes in general de- 
sign. 

Three permanent seats are provided 
with one auxiliary folding seat. A 
large package compartment reached 
through a top door is fitted into the 
rear deck. Rear quarter glasses lower 
in the same fashion as the door 
glasses and a Cadet type windshield 
visor is provided. 

One deviation from former Auburn 
design is in the windshield which 
raises up instead of out as on the 
present sedans and sport sedans. The 
windshield wiper operates from the top 
of the windshield. 

Location of the gearshift lever has 
been changed to place it in a position 
most easily reached by the driver. The 
parking brake lever has been lengthened 
and is operated by a new type of spoon 
latch. 





Automotive Paints for Newark 


NEWARK, N. J., Oct. 6—R. E. Ro- 
driguez, 56-58 Warren St., New York, 
dealer in automotive paint products 
and specialties, has leased from Tonks 
Brothers the front portion of the second 
floor of the Tonks Building, 227 High 
St. The Newark salesrooms of the 
company will be located facing on High 
St., while a portion of the space leased 
will be used by Rodriguez for the 
manufacture and storage of paints. 





Howard Auto Co. Advances 


PORTLAND, ORE., Oct. 6—Claude 
A. McGee, manager of the Portland 
branch of the Howard Automobile Co., 
has announced an increase in the execu- 
tive staff with the promotion of Monroe 
Sanders, to sales promotion manager; 
and L. K. Nichols and Neil Morfitt 
have been appointed territory represen- 
tatives for the company. 





Espenhain V.P. of Fisk 


CHICOPEE FALLS, MASS., Oct. 6 
—Frank K. Espenhain, formerly first 
vice-president of the Goodyear Tire & 
Rubber Co., has been appointed execu- 
tive vice-president of the Fisk Rubber 
Co., and began his duties Oct. 1. Mr. 
Espenhain was with the Goodyear or- 
ganization six or seven years, and pre- 
vious to that was an export represen- 
tative in New York for several com- 
panies. 
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Steaks and Bouts 
N.S.P.A. Features 


Cleveland Convention Prom- 
ises ‘Knock Outs” in Pro- 
gram of Entertainments 


DETROIT, Oct. 8—One of the enter- 
tainment features of the National 
Standard Parts Association convention 
and show, Oct. 29-Nov. 2, will be a 
beefsteak dinner for which 1400 steaks 
will be broiled in 10 minutes at Cleve- 
land Auditorium. Allendorf’s, famous 
Cleveland caterers, will lay fire brick 
on the lawn at the auditorium in order 
to install specially built ovens for the 
occasion. | 

The beefsteak dinner will precede an 
intercity boxing show which will be 
held under the supervision of Jack Kirk, 
sales manager of the World Bestos 
Company and well-known in Eastern 
amateur boxing circles. 

Mr. Kirk has arranged bouts in prac- 
tically all weights. The show promises 
unusual interest by reason of the fact 
that the boxers will come from and will 
represent many cities from which Na- 
tional Standard Parts Association mem- 
bers at the show will have come. 

Several of the boxers whom Mr. Kirk 
has billed participated in the recent 
Olympic games at Amsterdam. Mr. 
Kirk, who will referee, has headed the 
boxing committee of the New York Ath- 
letic Club for years and he has refereed 
hundreds of bouts. 

A blanket fire insurance policy for 
$100,000 has been placed covering the 
entire National Standard Parts Associa- 
tion exhibition which will be housed in 
Cleveland Auditorium, according to R. 
Macfee, secretary. There has also 
been placed a public liability coverage 
with limits of $50,000 to $100,000, pro- 
tecting every National Standard Parts 
Association exhibitor, visitor and guest, 
for the entire period of the show. 





Sides Reports Good Exports 


Business conditions are generally im- 
proving everywhere in Europe and the 
American automobile industry is now 
well established in all its markets, 
according to Fred B. Sides, export man- 
ager of the Hupp Motor Car Corpora- 
tion. 





Shows Bendix Overhaul 


NEW YORK, Oct. 8—The Motor Ve- 
hicle Repair Association of New York 
held a meeting last week at the offices 
of Wheels, Inc., where a complete dem- 
onstration of the overhauling and re- 
pairing of Bendix brakes was given by 
an engineer of the Bendix company. 
About 150 members of this association, 
representing independent repair shops 
in New York City, were present at the 
meeting. Following the demonstration 
a regular business meeting was held at 
the association rooms, 154 West Sixty- 
fourth St. 





“You Don’t Mean 
to Say it Runs?” 
Said the Judge 


The faith of Benjamin Mack- 
ofsky, New York motorist, in 
his ability to operate his motor 
car won him a suspended sen- 
tence. He was charged with 
parking his car an hour too 
long. 

“Well, the smallest fine I can 
impose is $5,” said the Magis- 
trate. 

“Well, Judge,” replied Mack- 
ofsky, “I’d rather leave the 
car.” 

“Why?” queried the Magis- 
trate. “How much did you 
pay for it?” 

“Four dollars, your Honor.” 

“You don’t mean to say it 
runs?” 

“Sure, it runs fine. 
1920 model.” 


“TI admire you for your nerve 
in trying to make it run. [ll 
give you a suspended sen- 
tence,” said the Judge. 


It’s a 











McCracken Moves East 


LOS ANGELES, Oct. 8—L. J. Mc- 
Cracken, formerly manager of the Los 
Angeles factory branch of the Willys- 
Overland Pacific Co., has departed for 
the East to take charge of sales for 
the Chrysler Corp. in the Eastern divi- 
sion, which extends from Canada to 
Florida along the coast. 





Triplex Expands in N. Y. 


NEW YORK, Oct. 6—The New York 
Triplex Safety Glass Co., dealer for the 
National Triplex Safety Glass Co., has 
opened a service station and: office at 
253 West Sixty-fourth St. This gives 
headquarters with approximately twice 
the capacity of the former station and 
also includes more modern facilities 
for the handling of Triplex glass. 





Gardner Sales Up 79% 


DETROIT, Oct. 6—Gardner Motor 
Co. in September produced the largest 
number of automobiles for this partic- 
ular month in the history of the com- 
pany. September showed an increase 
of 79 per cent over September, 1927, 
making it necessary to carry forward 
into October more orders that could 
not be filled in September, than were 
shipped in the entire month of October, 
1927. 


Truxler Sales Manager 
LOS ANGELES, Oct. 8—Roy Evans, 
distributor of Ball & Ball carburetors 
for California and Arizona, announces 
the appointment of Gene Truxler as 
sales manager. 





Motor Avge 


Gasoline Nearing 
Uniform Quality 


Department of Commerce 
Points Out This Increas- 
ing Tendency 


WASHINGTON, Oct. 6—A _ ten- 
dency toward standardization in vola- 
tility of gasoline sold in summer and 
winter is noted by the Bureau of Mines 
of the Department of Commerce, ac- 
cording to a public announcement of 
the department. Gasoline marketed in 
the United States during the past sum- 
mer was more volatile than gasoline 
sold during the summer of 1927 but 
less volatile than the gasoline marketed 
in January, 1928. Variations in the 
volatility, however, are tending to 
diminish with a tendency toward a 
standardized product, the bureau finds. 





Oil Meets Fuel Test 


WASHINGTON, Oct. 6—Preliminary 
reports of the test of a new Ger- 
man invention providing for the use 
of crude petroleum as a motor fuel, 
made under the supervision of the 
Royal Automobile Club of Great Bri- 
tain indicates a satisfactory perform- 
ance of the truck with crude oil used 
as fuel, according to advices to the 
Department of Commerce from _ its 
London office. 

The first of a series of tests was 
made with the engine burning crude 
oil over a distance of about 50 miles, 
the total load including truck and 
trailer weighing about 20 tons and the 
speed averaging eight miles an hour. 





Nash-Breyer Awards Bonuses 

LOS ANGELES, Oct. 8—The Nash- 
Breyer Motor Co., Nash distributors for 
southern California and Arizona, has 
again observed its yearly practice of 
rewarding its employees of one year or 
more service with a cash bonus based 


on a percentage of salary received by 
the individual. 





Kull Joins Reo Staff 

DETROIT, Oct. 6—A. E. Kull has 
been named sales promotion manager 
of the Reo Motor Car Company and 
will assume his duties Nov. 1. This is 
a newly created position. Mr. Kull has 
been manager of the Reo-Kull Motor 
company of Oklahoma City since Jan- 


uary, 1927, and has been with Reo six 
years. 





Velie Motor Sales in L. A. 


LOS ANGELES, Oct. 8—E. H. Ru- 
pert and Robert Smith, who have had 
considerable experience in motor car 
merchandising in Montana, have been 
appointed southern California distribu- 
tor for the Velie line of automobiles and 
have established a_ salesroom here. 
They are operating under the firm name 
of the Velie Motor Sales. 
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Hupp Rounds Out 
Twentieth Year 


Anniversary Finds Company 
With New Century Cars. 
Breaking All Records 


DETROIT, Oct. 8—Rolling up a new 
all-time September production and ship- 
ment record, the Hupp Motor Car 
Corp. last week rounded out the twen- 
tieth year of its business. In its first 
year’s operation, 1908, the total produc- 
tion was 1618 cars. In 1928, the twen- 
tieth year of the company’s existence, 
there have been individual weeks in 
which that first year’s production was 
surpassed. 

Announcement on Oct. 1 showed that 
September, 1928, was the eighth consec- 
utive month in which shipments exceed- 
ed any corresponding period of the 
company’s history, reaching a total of 
6536 cars. The number was 65 per cent 
greater than in any previous September 
and 166 per cent greater than in Sep- 
tember, 1927. 

In the first nine months of 1928, ac- 
cording to the announcement, shipments 
were 56,992 cars, a figure not only 91 
per cent more than the shipments for 
the first nine months of last year, but 
actually 38 per cent more than the ship- 
ments for the entire year of 1927. 





Black & Decker Sales Up 25.5% 


TOWSON, MD., Oct. 6—S. Duncan 
Black, president of Black & Decker 
Mfg. Co., reports net sales for the quar- 
ter ended Sept. 30 as 25.5 per cent 
larger than for the same quarter last 
year. Domestic business is well ahead 
and Canadian and export fields gen- 
erally also show increased business. 
Net earnings for the fiscal year ended 
Sept. 30 were at the rate of $3.35 a 
share of common stock. Prospects for 
the coming year were reported bright 
by Mr. Black. 


Graham-Paige Signs Dealers 


DETROIT, Oct. 8—New Graham- 
Paige dealer franchises have recently 
been signed, as follows: Monticello Mo- 
tor Sales, Monticello, Ill.; Clark-Hutch- 
inson Motor Co., Sedalia, Mo.; Holder- 
man Motor Sales, Wheeling, W. Va.; C. 
P. K. Motor Co., Burlington, N. C.; 
Smith Bros. Motor Co., Grandy, Minn.; 
Blaha Garage, Sidney, Neb.; F. H. Den- 
icke, Mauston, Wis.; Central Garage, 
Florence, Wis.; Hoke Motor Co., Rich- 
land Center, Wis.; Rowe Motor Sales, 
Iron River, Wis.; Stewart Auto Co., 
Hartford, Ala.; Jones Motor Co., Gaines- 
ville, Ga.; Central Garage, Stambaugh, 
Mich.; Theo. Tellefson & Son, Rock- 
dale, Wis.; Knute Olson, Seneca, Wis.; 
Beske Bros., Hector, Minn.; Pioneer 
Garage, Fertile, Minn.; Bright Motor 
Sales Co., Elizabeth City, N. C.; Duck- 
wal! Motor Sales, Inc., Noblesville and 
Anderson, Ind.; Wylie and Aselstine, 
Leamington, Ont. 
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Pioneer of Tourist Trails 


J ACK “MILLION” GRAHAM has covered and logged more 
than a half million miles of main highways in the United States, 
Canada and Mexico for the benefit of members of the Chicago 


Motor Club and American Automobile Association. 

engaged in laying out fall and winter tours from Chicago through 

the Southwest to the Pacific coast and return via the Yellowstone. 
The club has used three Nash cars for this work 


He is now 














Willys Sales Reach 75,000 


DETROIT, Oct. 6—Sales of Whippet 
fours and sixes and Willys-Knight sixes 
in the third quarter, almost doubled 
those of the same quarter last year. 
This is the largest third quarter in the 
company’s history. During the past 
three months 75,000 Whippets and 
Willys-Knights were sold as compared 
with 39,000 sales during the third quar- 
ter of 1927. September was also the 
ninth consecutive record-breaking month 
this year with sales more than double 
those of last September. 

Because of the record increase in 
sales the company’s dealer organization 
has shown the greatest increase ever 
experienced in a single year, adding 
more than 1800 dealers in the past eight 
months. 


How’s This for Specialization? 

LOUISVILLE, KY., Oct. 6—J. Gar- 
land Lea, secretary of the Louisville 
Automobile Dealers Association, has 
been named secretary of the Louisville 
Secretaries Conference, an organization 
composed of professional secretaries of 
various business organizations, which 
employ paid secretaries. The purpose 
of the organization is to enable the sec- 
retaries to become better acquainted 
with various problems, so that they can 
better aid the organizations they rep- 
resent. 


Adds Dodge Brothers Line 


COLUMBUS, Oct. 6—The Zimmer- 
man-Miller Co., formerly distributor for 
the Whippet and Willys-Knight, has 
been made central Ohio distributor for 
the Dodge Brothers line. The company 
will also distribute the Graham line of 
trucks. The former distributor, the H. 
L. Harbison Co., has been merged with 
the Zimmerman-Miller Co. Charles 
Zimmerman is at the head of the com- 
pany. 


Opens Raleigh Branch 


RALEIGH, N. C., Oct. 8—The Dor- 
ris-Greene Motor Co., Inc., state dis- 
tributor of Whippet and Willys-Knight 
automobiles, with headquarters in Char- 
lotte, has opened a branch in Raleigh, 
with C. W. Greene, president of the 
company, in charge. J. B. Dorris, vice- 
president of the company, will remain 
with the Charlotte office. A. H. Greene, 
secretary-treasurer of the corporation, 
has moved from Atlanta to Raleigh. 
W. G. Jones will have charge of the 
wholesale department and E. B. Mc- 
Manus will be in charge of retail sales. 


De Soto Near 500 Daily 


DETROIT, Oct. 8—Production of the 
Chrysler-built De Soto Six reached 
nearly 500 cars a day by the end of 
September, C. W. Matheson, De Soto 
vice-president in charges of sales, re- 
ports. 


Sisson Wholesale Manager 
LOS ANGELES, Oct. 8—M. R. Sis- 


son, who has been in the automobile 
business on the Pacific Coast for the 
last 18 years, has been appointed whole- 
sale manager for the White Auto Co., 
distributor of the Auburn line in south- 
ern California. 


Form Chevrolet Company 


RALEIGH, N. C., Oct. 8—Sir Walter 
Chevrolet Co., a new concern, has taken 
over the Chevrolet agency in this city, 
formerly held by Rawls Motor Co. The 
Rawls company now has the Graham- 
Paige contract. The Chevrolet com- 
pany has been capitalized at $100,000. 
W. C. Pilley will be manager of the 
business and associated with him are 
E. O. Anderson, Charlotte banker, and 
Fred Anderson, Charlotte automobile 
dealer. 
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September Totals 
Exceed ’27 Levels 


Factory Outputs Show Large 
Increases Over Operations 
Last Year 


DETROIT, Oct. 6—Reports on Sep- 
tember production by leading manufac- 
turers show large increases over Sep- 
tember last year but lower totals than 
in August this year. The decline from 
August in most instances is small and 
to some extent is accounted for by 
fewer working days, this being em- 
phasized by the fact that some fac- 
tories were unable to meet all their 
orders. 

Chevrolet Motor Co. built 105,616 in 
September as against 62,015 in Sep- 
tember, 1927. Production in the first 
nine months now totals 1,100,723 as 
against 652,754 in the same period last 
year. Large scale operations will be 
continued in October. 

Studebaker Corp. of America built 
12,500 in September as against 15,000 
in August. Nine months’ production 
now exceeds the entire year 1927. 

Buick Motor Co. built 26,742 units 
in September as against 27,000 in 
August. The October schedule is for 
28,000. 

Graham-Paige Motors Corp. produc- 
tion in September was 6700 as against 
11,200 in August. Production for the 
first nine months totals 65,486 against 
21,881 for the entire year 1927. The 
third quarter total was 26,742. 

Hupp Motor Car Corp. shipped 6536 
cars in September as against 7023 in 
August and 2456 in September last 
year. Nine. months’ shipments total 
63,919 as against 29,906 in the 1927 
period. The company carried 1400 
orders into October. 

Hudson Motor Car Co. shipped 20,000 
cars in September against 22,000 in 
August. Shipments for the year to 
date approximate 250,000, a 10 per cent 
gain over the 1927 output. 

Cadillac Motor Car Co. shipped 5000 
cars in September, approximating the 
August rate. Capacity production will 
be continued in October and November. 

Olds Motor Works shipped 9301 units 
in September as against 7773 in August 
and 7127 in September last year. 

Nash Motors Co. shipped 20,606 units 
in September, an increase of 8700 over 
September last year. 

Oakland Motor Car Co. shipped about 
18,000 cars in September, bringing the 
nine months’ total to about 224,000. 

Packard Motor Car Co. built about 
5000 cars in September and is continu- 
ing at this rate. 

Reo Motor Car Co. built 3711 units in 
September as against 4823 in August. 
October schedule is for 4000 units. 


New Oldsmobile Agency 
DES MOINES, Oct. 6—Sam Mose- 
bach and W. A. Owens have organized 
the Mason City Oldsmobile Co. which 
have agency for distribution of the 








Hupp “8’ Town Sedan 


A five-passenger town sedan has been added to its eight-cylinder line 
by the Hupp Motor Car Corp. Listing at $1,985, this model carries 
the same standard equipment as other body types. The body is 
custom built by Raulang, and in comparison with the standard eight- 
cylinder sedan provides more room in the rear compartment 





Oldsmobile in Mason City, Iowa, and 
six surrounding counties. The two 
partners were formerly connected with 
the Means-Oldsmobile company of Des 
Moines and have had long years’ experi- 
ence in the automotive industry. 





Pierce-Arrow Has Big Month 

BUFFALO, Oct. 6—A high record 
for Pierce-Arrow sales, in both the 
passenger car and truck lines, was 
established during September, accord- 
ing to an announcement by company 
officials. Passenger car shipments 
showed a 43 per cent gain over Septem- 
ber of last year. With one exception, 
the past month has been the greatest 
in Pierce-Arrow history. And, at the 
same time, despite larger shipments, 
Pierce-Arrow has approximately three 
times as many unfilled orders on its 
books as it had one year ago. 





Changes in Black & Decker 


TOWSON, MD., Oct. 6—R. W. 
Procter of Black & Decker Mfg. Co., 
has been placed in charge of all sales 
promotion for that company in both the 
automotive and industrial fields, and 
W. C. Allen, who heretofore has been 
in charge of sales management in the 
industrial field, will manage sales in 
both industrial and automotive. The 
organization adjustment permits Mr. 
Allen and Mr. Procter to specialize for 
both divisions in fields of endeavor in 
which they have been exceptionally suc- 
cessful. : 





Tire Insurance Successful 


DAYTON, Oct. 6—“Tire insurance is 
increasing sales” is the statement issued 
by the tire insurance department of 
the Dayton Rubber Mfg. Co. 

Tire insurance as handled by the Day- 
ton company for its dealers, insures the 
white sidewalled red stripe tires for 15 
months, and all black “Thorobred” tires 
for 12 months, for passenger cars only. 


A.E.A. to Discuss Selling 


CHICAGO, Oct. 8—The thirteenth 
annual convention of the Automotive 
Equipment Association, Oct. 22-27, 
while devoting considerable time to dis- 
cussion of new problems facing the Mo- 
tor & Equipment Association, recently 
formed by the completion of merger 
proceedings of the A. E. A. and the 
Motor & Accessory Manufacturers As- 
sociation, will keep as its theme the 
discussion of new merchandising and 
distribution problems and their rela- 
tions to the various interests in the 
automotive equipment field, it has been 
announced by the committee in charge. 





Peerless N. Y. Adds Dealers 


NEW YORK, Oct. 8—C. M. Zimmer- 
man, Peerless New York branch man- 
ager, reports that six established New 
York dealers took on the Peerless line 
during September. They are: Forber 
Motor Corp., New York; Jordan Bronx 
Service Co., Inc., Bronx; Port Morris 
Motor Sales Corp., Bronx; North Shore 
Peerless Co., Corona; Mance Motor 
Sales, Jamaica; Dorlan Sales & Service, 
Baldwin. Mr. Zimmerman has also an- 
nounced that E. H. Fagnan, who has 
been with Peerless for the last 23 years, 
both in the engineering department at 
the factory and with various Peerless 
branches, has been appointed service 
manager for the New York branch. 





Graham-Paige Plant Entertains 


DETROIT, Oct. 6—Approximately 
160 dealers and salesmen, comprising 
the selling organization of the Graham- 
Paige Co. of Michigan, were guests at 
a fall meeting and luncheon at the 
Graham-Paige factory. Speakers were 
J. M. O’Dea, general manager; Joseph 
B. Graham, president; Robert C. Gra- 
ham, vice-president; E. R. Valpey, gen- 
eral sales manager; J. D. Biggers, vice- 
president of the Graham-Paige Inter- 
national Corp., for the factory, and 
Lansing Thomas, sales manager, for the 
Detroit branch. 
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Reo Field Force at Factory 
Branch managers and traveling representatives of Reo Motor Car Co., met at the factory in September. C. E. Eld- 
ridge, general sales manager, outlined sales policies for 1929. 
C. F. Watson, Atlanta; W. P. Bates, San Antonio; H. E. Woodward, Los Angeles; E. A. Smith, San Francisco; R. H. 
Hilty, Dallas; J. K. Reed, Lansing; George Stowe, New York; F. G. Vincent, Kansas City; George Stout, Birming- 
ham; John Graham, Jacksonville; A. E. Kull, Oklahoma C'ty, and J. H. Lemons, Houston. 


Branch managers present were B. M. Taft, Detroit; 
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Erdman Eastern Manager 

NEW YORK, Oct. 6—W. K. Erdman, 
formerly division manager of Eastern 
branches of the Studebaker Corp. of 
America, has been appointed manager 
of the New York retail branch, succeed- 
ing E. J. Murnane, who has resigned. 

Mr. Erdman will assume his new 
duties immediately. He has had broad 
experience with Studebaker and prior 
to his appointment as manager of East- 
ern branches served as manager of the 
Philadelphia branch of the corporation. 





Ballot Helps Gardner Sales 

ST. LOUIS, Oct. 6—The “Ballot 
Week” plan recently put into effect by 
the Gardner: Motor Co., Inc., to intro- 
duce its three new 1929 series, has given 
much impetus to sales on the new line, 
according to reports received by the 
factory from distributors and dealers 
Over a wide area, says R. E. Lynes, as- 
sistant sales manager. 





Tire Dealers Show Progressing 

BOSTON, Oct. 8—At a mee'ing to- 
day of the general committee in charge 
of the plans for the annual convention 
of the National Tire Dealers Associa- 
tion to be held here Nov. 19-22, Chair- 
man James A. Travers. announced that 
this would be probably the largest gath- 
ering of men in the trade ever held. 
Reports showed that a special train is 


coming from Chicago bringing dele- 
gates from the Pacific Coast, Middle 
West and Southern States, while the 
New York, Philadelphia and New 
Jersey group have chartered a special 
steamer to bring them here. Some idea 
of the interest shown in the convention 
was evident in the report of committees. 
The chairman reporting for the exhibi- 
tion group stated that al. the space 
allotted for displaying tire and acces- 
sory devices in the big room leased for 
that purpose in the Hotel Statler had 
been sold. Though tire makers keep 
out of the motor exhibitions, in this 
case they will cooperate. 





Hold Everything! 

Should Include 

Your Radiator 

KANSAS CITY, MO., Oct. 

6—Almost everything has been 
reported stolen from a parked 
car by victims of that type of . 
robbery, but it remained for 
Paul C. Leffel to report the 
theft of the radiator of his new 
Chrysler sedan while parked 
near Thirtieth and _ Troost 
Avenue here. Leffel was told 
by insurance agents his was 
the first radiator reported 
stolen. 











—— 


Toledo Asso. Names Trustees 

TOLEDO, Oct. 8—The Toledo Auto- 
motive Trades Association has named 
six trustees to shape policies and carry 
on the business of the organization for 
the coming year. 

Carl Kinker of the Kinker Motor 
Sales Co., was named to represent the 
passenger car division; Arthur Wole- 
ben, of the Woleben Motor Sales Co., the 
truck division; Albert P. Fall, presi- 
dent of the Wel-Ever Piston Ring Co., 
representing the jobbers’ accessory, tire 
and electrical supply division; T. R. 
McIntyre, of the McIntyre Tire & Sup- 
ply Co., the retail accessory, tire and 
supply division; R. J. Noble of the 
Noble Garage, the garage division, and 
T. J. Cooper, secretary of the associa- 
tion, was reelected trustee at large. 





Thompson Products Promotes 2 

CLEVELAND, Oct. 8—William H. 
Spire of the Cleveland plant of Thomp- 
son Products, Inc., has been named di- 
rector of engineering, and Richard E. 
Bisse'l, chief engineer. Mr. Spire was 
formerly chief engineer and Mr. Bis- 
sell, research engineer, of the company. 
The new titles are in recognition of 
services rendered the company and 
more accurately define the responsibili- 
ties of each executive. Mr. Spire has 
been with Thompson Products, Inc., for 
21 years and Mr. Bissell for 10 years. 
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Bendix Triples 1927 Earnings 


CHICAGO, Oct. 6—Net earnings for 
the Bendix Corp. for the nine months 
ended with September were approxi- 
mately three times those for the full 
year, 1927, according to an official 


statement yesterday. For the nine- 
month period, with September esti- 
mated, net income amounted to $2,168,- 
000 after all charges including federal 
taxes. 

For the first half of 1928 net in- 
come was $1,393,907 indicating a net 
for. the third quarter of $774,093 or 
$3.44 a share on 225,000 shares of 
class ‘B” stock as compared with $863,- 
859, or $3.84 a share, in the preceding 
quarter. 





Special Cars to Convention 


PHILADELPHIA, Oct. 6— Phila- 
delphia Boosters and their friends will 
go to the A.E.A. Convention in special 
cars on the Capital Limited of the 
B. & O., leaving Philadelphia, Oct. 20. 





Woody G.M. Consolidated Motors 


LOUISVILLE, KY., Oct. 8—Albert 
M. Woody, who has been connected 
with the George Cole Motor Car Co., 
Lincoln representatives, has been named 
as general manager of the new Con- 
solidated Motors Co., which took over 
the George Cole Motor Co., and its 
Lincoln agency. The new company 


represents a corporation composed of 
all of the Ford agents of the three 
Falls Cities. 





CPOT oO 


Safe 


A new type of safe as pro- 
tection against automobile 
banditry of filling stations 
has been installed by the 
Standard Oil Co. in 74 sta- 
tions. Money is dropped 
through a slot into a chute 
leading to the safe when 
$10 or more is received in 
the cash register. The filling 
station attendant does not 
know the combination, it be- 
ing knokn to the personnel 
of the armored collection 
truck only. A_ sign above 
the safe says that the at- 
tendant does not know the 
combination. A small drawer 
of change in the bottom of 
the safe can be withdrawn 
by the attendant. The safes, 
manufactured by the York 
Safe & Lock Co., weigh 
more than 500 Ib. 
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Simonds Worden White Co. 


DAYTON, Oct. 6—The Simonds 
Worden White Co. has been formed 
through a consolidation of the A. A. 
Simonds-Dayton Co., this city; L. & 
I. J. White Co., Buffalo; Worden Tool 
Co., Cleveland, and R. J. Dowd Knife 
Works, Beloit, Wis. The consolidation 
has been effected to give customers bet- 
ter service and to enlarge facilities for 
meeting customer requirements. All 
plants will be continued and orders will 
continue to be received and filled from 
the plants with which customers have 
been associated. 





Willys Sells 75,000 in Quarter 


TOLEDO, Oct. 8—Sales for Willys- 
Overland Co., in the third quarter were 
approximately 75,000 cars as compared 
with 39,000 in the same period last year, 
it was announced by officials here today. 
Export trade holds up well and sales 
volume has been increasing in the last 
two weeks of September. The factory 
is still operating night shifts and has 
shown increased payrolls recently. 





Willys Coast Plant Ready Soon 


LOS ANGELES, Oct. 6—The new 
Willys-Overland factory buildings here 
are to be completed early in October, 
ready to receive their machinery. The 
big plant is expected to begin operations 
by Nov. 1. It will represent an invest- 
ment of $1,500,000 and will employ 
about 800 persons. 


Motor Age 


Gasoline Maximum 
Proposed for Racing 


International Board Considers 
Plan to Use New 
System 


PARIS, Oct. 6—A limited quantity 
of gasoline was proposed as the basis 
of all major international races, taking 
the place of the present 91%-in. pis- 
ton displacement rule, at a meeting of 
the International Racing Board, held 
in Paris the week of Sept. 18. The 
nations represented at this gathering 
were: France, Germany, Great Britain, 
Italy, Switzerland, Belgium, Spain and 
the United States. 

Under the new racing rule, which, 
it is proposed, shall remain in force for 
three years, the allowance shall be 26.4 
lb. of gasoline and oil per 100 kilo- 
meters (62 miles). Straight gas shall 
be used in 1929, but in 1920 and 1931 
other fuels may be allowed if they ap- 
pear likely to come into general use. 
The cars should weigh not less than 
2200 lb., the minimum width should be 
39 in., and they must have an external 
gas tank and no strearfi lining. 

In view of this radical change it was 
decided to submit this proposal to the 
various nations interested and to take 
a final decision at a meeting to be held 


‘Oct. 11. The American delegate to the 


International Racing Board pointed out 
that Indianapolis had already decided 
to continue the 91%-in. piston dis- 
placement rule. Italy proposed that its 
national rules for stock car racing 
should be adopted internationally, but 
in view of divergences of opinion, it was 
merely suggested that the national 
clubs apply these rules in 1929. 

The suggestion of the American Au- 
tomobile Association delegate that fly- 
ing starts be admitted in world’s rec- 
ords for distances of 50 kilometers and 
upward was not accepted. 





Heyler G.M. Des Moines Nash 


DES MOINES, Oct. 6—Dan T. Vrie- 
sema, president of the Nash-Vriesema 
Auto Co. of Des Moines and Omaha, 
has announced appointment of Harry 
G. Heyler, president of the Heyler- 
Berdahl Motor Co., Sioux Falls, S. D., 
Nash distributor, as general manager 
of the Des Moines branch of his com- 
pany. Mr. Heyler, who succeeds R. J. 
Reid, retiring from the business, will 
remain as head of the distribution 
agency in Sioux Falls. 





Capital Motors Has Body Dept. 


COLUMBIA, S. C., Oct. 6—The Capi- 
tal Motors Co., Inc., of this city, whose 
slogan is “Everything for a Motor Car,” 
has just added a top and upholstery 
department. Upholstering, repairing of 
seats and tops; renewing woodwork and 
work on bodies; straightening and re- 
pairing of fenders—all body work is at- 
tended to in this department. 
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president. 


From 12 to 20 years with the company is the record of these AC employees. 





Veteran AC Spark Plug Employees 


Lower row center is B. W. de Guichard, 
On Mr. de Guichard’s right is E. Frechette, oldest factory employee; next to him is Harlow H. Curtice, vice- 


president and assistant general manager. In the center row next to the end is W. S. Isherwood, general sales manager. 








Borg-Warner Net 
Exceeds All 1927 


Income in First Eight Months 
$3,085,844—Has $3,400,000 
Cash 


CHICAGO, Oct. 6—Net earnings of 
the Borg-Warner Corp. for the eight 
months ended Aug. 31, 1928, were 
greater than those of the four com- 
panies for which Borg-Warner is the 
holding corporation for the entire year 
1927, according to an official statement. 

For the first eight months of this 
year net income was $3,085,844 after all 
charges, equal after preferred divi- 
dends amounting to $53,083, to $7.39 a 
share on 410,000 shares of $10 par com- 
mon stock. In this year ended Dec. 31, 
1927, the consolidated net income of the 
four companies which make up the 
Borg-Warner organization amounted to 
$3,055,402, which based on the present 
capitalization is equal after allowing 
for a full year’s dividend requirements 
to $6.85 a share on the common. 

The Borg-Warner corporation reports 
cash on hand of $3,400,000, as com- 
pared with $2,179,851 on Dec. 31, 1927. 

Based on the earnings figures for the 
first eight months of this year net dur- 
ing July and August averaged slightly 
better than $1 a share on the common 
stock. In the first half of 1928, net in- 
come was equal to $5.32 a share on the 
common stock. 





Sieg Co. Organizes Associate 

OTTUMWA, IOWA, Oct. 6—Sieg 
Co., Davenport, Iowa, has organized 
the Seig-Ottumwa Co., an associate 
corporation, to handle its wholesale auto 
replacement accessory business. The 
new corporation has acquired the entire 


automobile accessory stock of the 
Harper-MclIntire Wholesale Hardware 
Co. and will add that supply to its 
stock. A. C. Volkens, former.y of 
Davenport, is vice-president of the Ot- 
tumwa company and will manage the 
business; J. W. Sollinger, Davenport, 
is president; R. R. Englehart, Daven- 
port, treasurer, and H. R. Bartlett, 
Davenport, secretary. 





Opens New Equipment Store 

SEATTLE, Oct. 6—The Northwest 
Auto Equipment Co. is now established 
in a spacious new store at 1001 East 
Pike St. This company, organized in 
1920, has absorbed some 14 accessory 
concerns since its formation. Among 
the leading lines distributed and serv- 
iced are Gabriel snubbers; Houdaille 
hydraulic shock absorbers, Pines Win- 
terfronts; Fafnir ball-bearing spring 
shackles; Potter all-steel trunks; Uni- 
versal racks; Kari-Keen Karriers; 
Golden Gate brass products and De 
Luxe wind wings. 





Distributor Flies 
Balloon as Sales 
Advertising Stunt 
The Smith Motor Co., Oak- 
land - Pontiac distributor’ in 
the Oklahoma City territory, 
gained considerable publicity 
for its cars by moving a bal- 
loon above its’ salesrooms. 
The balloon with the lettering 
Oakland-Pontiac Sixes could 
be seen for several miles 
around the city and proved 
such a success that the com- 
pany has decided to use the 
balloon throughout the entire 
state of Oklahoma, renting it 
out to dealers. 











G.M. Style Show 
Awaits Opening 


Annual Detroit Merchandis- 
ing Event Will Run From 
Oct. 13 to 20 


DETROIT, Oct. 6—General Motors 
Corporation will hold its annual fall 
style show in the General Motors build- 
ing Oct. 13 to 20. The show opens every 
morning at 10.30 o’clock and remains 
open each evening until 10 o’clock, ex- 
cepting Sunday, Oct. 14, when it will be 
closed. 

The entire ground floor will be 
utilized for the display. Besides all 
the showrooms of the various pas- 
senger car divisions of the corporation 
the two rooms at either side of the 
auditorium will be devoted to a display 
of trucks while in the auditorium be- 
sides motor cars six new frigidaire 
models will be shown. Elaborate decor- 
ations are being worked out by George 
Wittbold of Chicago. The decorative 
scheme will be carried out both inside 
and outside the building and will form 
the setting for the 83 motor cars which 
will be on display. A special feature 
will be music afternoon and evening by 
George Olson and his 20-piece or- 
chestra. 





Eldridge Party Visits Plant 

SEATTLE, Oct. 6—Seventy Buick 
dealers and Eldridge-Buick officials 
from this territory have left for a two- 
weeks’ trip to the factory at Flint. 
Every important city and town of 
Washingtn and northern Idaho is rep- 
resented in the party. Thirty of the 
dealers are making the trip as guests 
of the Eldridge, organization, — 
winners in a sales contest. 
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Oakland to Train 


Men for Service 


Course Alternates Between 
Flint Technical Institute 
and Factory 


PONTIAC, Oct. 6—Oakland Motor 
Car Co. is opening a new department 
of instruction in the General Motors 
Institute of Technology at Flint. The 
department will be known as the co- 
operative Oakland - Pontiac service 
course and will train young men in 
service work in the same manner as the 
present management engineering co- 
operative course trains them in factory 
management and engineering. 

The company has_ selected 50 
students from all sections of the coun- 
try who have been presented by local 
dealers. They must be high school 
graduates and will spend four years in 
the course, alternating between four 
weeks study at Flint and four weeks 
actual experience in the Oakland- 
Pontiac factories at Pontiac. 

Oakland officials who will direct the 
work in the factories are: President, 
A. R. Glancy; vice-presidents, W. R. 
Tracy and Gordon Lefebvre; E. H. 
Kramer, director of personnel; R. A. 
Armstrong, service manager; J. H. 
Otis, assistant service manager, and 
R. A. Andree, director of education. 





Grier Returns to Eldridge 

SPOKANE, Oct. 6—Sherman Grier 
recently joined the sales force of EIl- 
dridge Buick Co., Spokane. Mr. Grier 
was with the company from 1919 to 
1925 and left to become affiliated with 
another house. 











Returns to Franklin 














Frank H. Sanders 


Pioneer salesman, dealer and_ dis- 
tributor, has returned to the Franklin 
Automobile Company as distributor in 
the Chicago territory. Mr. Sanders 
entered the service of the Franklin 
company in 1902 and from 1911 until 
1922 was the distributor there. Show- 
rooms have been established at 2000 
Michigan Ave., where both wholesale 
and retail business will be handled. 
The new distributing firm will be 
known as the Franklin Motor Car 
Company, and Mr. Sanders is sole 
owner. His return to the row comes 
after six years of retirement. 











Distributor Occupies New Bldg. 

TOLEDO, Oct. 6—The new $130,000 
home of the Rosenberger Motor Sales 
Co., distributor for Oldsmobile, was 
opened to the public today. The com- 
pany has increased sales of the Olds- 
mobile here more than 500 per cent 
since 1927. 





Motor Age 


Federal Produces 
New Fast Truck 


High Performance Controlled 
by Westinghouse Booster 
Brake 


DETROIT, Dct. 6—Announcement is 
made by the Federal Motor Truck Co. 
of the introduction of a new 8 to 3%- 
ton truck of high performance char- 
acteristics powered with the recently 
developed Continental valve-in-head 
motor. While the new truck, designated 
as Model 3C6, is capable of road speeds 
of 40 m.p.h. or better, it should not be 
designated as a high speed truck as this 
term is generally understood. In its 
design it is a heavy duty model through- 
out with excessive safety factors. High 
performance is due in main to the un- 
usually high power of the engine, which 
develops 84 hp. at 2200 r.p.m., its gov- 
erned speed, in conjunction with a 7- 
speed Brown-Lipe transmission. Such 
high performance for a heavy duty 
truck naturally requires exceptional 
braking ability and on the Federal 3C6 
this has been worked out by combining 
the Timken internal brakes on the rear 
wheels with a Westinghouse vacuum 
booster connected with the foot pedal. 
It is supplanted by a hand operated 
emergency brake located on the rear 
end of the propeller shaft, in this re- 
spect following usual Federal practice. 


Cadillac Dealer Opens Branch 

GREENFIELD, MASS., Oct. 8&— 
Jerry Duryea, Inc., Cadillac and La- 
Salle distributor in Springfield, has 
opened a retail sales branch and service 
station here. 











The Automotive Calendar 








Baltimore. 5th Regiment Ar- 
mory, Jan. 19-26 


Cincinnati, 


Jan. 26-Feb. 2 


mory, Feb. 16 
Kansas City, Mo., 
Royal Bidg., Feb. 9-16 
Los Angeles, 
Park, March 2-10 





SHOWS 
Automotive Equipment. As- 
sociation, Coliseum, Chicago, 
Oct. 22-27 


Boston, Mechanics Blidg., 
March 2-9. 
*Chicago National, Coliseum, 
Jan. 26-Feb. 2. 
Music Hall, Jan. 


Cleveland, Public Auditorium, 


Denver, Colo., Auditorium, 


Feb. 11-16. 

Des Moines, lowa, Coliseum, 
Feb. 18-23. 

Detroit, Convention Hall, 
Jan. 19-26. 


*Hartford, ee State Ar- 
American 
Washington 


« ‘ne Ky., Armory, Jan. 


Milwaukee, Wis., Auditorium, 
Jan. 12-19. 


National Standard Parts As- 
sociation, Cleveland Auditorium, 
ct. 29-Nov. 3. 
Newark, N. J., Jan. 12-19. 
*New York, National, Grand 
Central Palace, Jan. 5-12. 
Peoria, Ill., Feb. 5-9. 
Philadelphia, Commercial 
Museum, Jan. 12-19. 
guptes. Can., Drill Hall, Mar. 


Salon, Automobile Salon, Inc., 
ee, ae Chicago, Jan. 26- 


Salon, Los Angeles Motor Car 
Dealers Assn., Biltmore Hotel, 
Oct. 17-20. 

Salon, Automobile Salon, Inc., 
Hotel Biltmore, Los Angeles, 
Feb. 9-16. 

Salon, Automobile Salon, Inc., 
Hotel Commodore, New York, 
Dec. 2-8. 

Salon, Automobile Salon, Inc., 
Palace Hotel, San Francisco, 
Feb. 23-March 2. 

San Francisco, Civic Audi- 
torium, Jan. 26-Feb. 4. 

Springfield, Mass., Municipal 
Auditorium, Feb. 25-March 2. 

St. Louis, City Market Bidg., 
Feb. 4-9. 


Nov. 17—Production and Factory Equipment Issue—Automotive Industries. 


Syracuse, Feb. 4-9. 

Ottawa, Canada, Feb. 4-9. 

Pennsylvania Automotive As- 
soegwen, Allentown, Pa., Oct. 
St. Armory, Feb. 13-16. 

*Washington, D. C., Washing- 
ton Auditorium, Jan. 7-12. 

Providence, R. l., Cranston 


CONVENTIONS 
Automotive Equipment.  As- 


sociation, Coliseum, Chicago, 
Oct. 22-27. 

National Standard Parts As- 
sociation, Hollenden Hotel, 


Cleveland, Oct. 29-Nov. 3. 


S.A.E. 


Detroit, Book-Cadillac, An- 

nual Meeting, Jan. 15-18. 
Newark, Robert Treat — 
ct 


New York, Annual Dinner, 
Hotel Waldorf-Astoria, Jan. 10. 


Transportation Meeting, 





*Will have special shop equip- 
ment exhibit. 
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Here’s how it’s done. Get your neighbor’s car, 
remove the rear tire—first jacking the wheel, 
—attach in a workmanlike manner 1000 feet 
of iron wire and start her off in second. The 
wire will wind up, the board will fly through 
the water, and the pretty girls will have the 
time of their several lives. That's simple 


DR SOR OO RY 
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Courtney Johnson, Hudson-Essex as- 
sistant sales manager, believes that 
the time is coming soon when busy 
executives will make use of the air- 
plane as a means of getting about the 
country. He rarely takes a train 
when he can get a plane 








What’s the difference between an elephant 
and an automobile? Easy—the elephant can’t 
climb a tree. Pretty good, eh, for the spur 
of the moment, so to speak. The miniature 
car in the picture is a—or was a—Reo, 
complete in every detail, according to the 
announcement of the circus man—and he 
wouldn’t lie, would he? 


These Fords are owned by James Nickel, Milford, Ill. He must be the man 

that put the Ford in Milford—the first one. The vehicle at the left would 

never hit nn more than two cylinders and no one knew the reason antil the 

village plumber, Mr. Eyekittle, looked under the hood and found there were 
"wo more. 
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DISTRIBUTOR Sui 







facturing companies in business today are 

relying on a distributor organization as the 
basis of their merchandising and distribution 
scheme. 

Despite the fact that about eight manufactur- 
ers, as they have got into the quantity production 
class or as they are dealing only in very high- 
price specialized lines, have found a direct dealer 
or a branch-to-dealer policy to be more efficient 
and economical than working through distribu- 
tors, the distributor continues to be the back- 
bone of the marketing organization of the vast 
majority of car builders and bids fair to continue a 
factor of real importance for a long while in the future. 

Among the companies which, today, are operating 
without the use of distributors are to be found such 
makers as Dodge, Oakland, Chevrolet, Ford and De 
Soto in the low-priced group. Only a few builders 
of high-priced cars, notably Rolls-Royce, Lincoln and 
Cunningham, are selling without distributors. One 
or two other manufacturers in the quantity produc- 
tion field are looking toward the gradual elimination 
of distributors. 

The fact remains, nevertheless, that today—five or 10 
years after some commentators began singing funeral 
dirges for the automobile distributor as such—40 per 
cent of the total output of the industry is being manu- 
factured by companies relying mainly on distributors 
and partly on branches as their chief marketing agen- 
cies. It is worth noting, also that some of the com- 
panies which have eliminated distributors entirely, so 
far as terminology goes, have in effect merely changed 
the type and size of distributor being employed and 
changed his name to that of dealer. A dealer, having 
a direct factory contact, who in turn has under him a 
number of sub-dealers, is in effect nothing more or less 
than a small distributor. Thus, while the 30 per cent 
of companies which have eliminated distributors no 
longer operate through wholesalers having large ter- 
ritories, they are, in many instances, operating through 
much smaller wholesalers who do a retail business as 
well. The difference in size as compared to the old dis- 
tributor is great, but the difference in basic function 
is relatively small. 

There is no question, however, about the disappear- 


EVENTY per cent of the car com- 
panies in business today are relying 


on distributors as a basis of their mar- 
keting organization. 
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and largest builders in the 


Many Makers (ontinue to 
‘Regard Him as Nucleus 
of -Nerchandising 
Operations 


ance of the old 
type of distribu- 
tor from the mer- 
chandising plans 
of quantity pro- 
ducers,  particu- 
larly those in the 
lower price ranges. 
But there are equally 
strong indications of 
his continuance by 
some of the most successful 


middle and high-priced fields 
as well as by practically every 
one of the smaller factories. Because the dis- 
tributor form of organization embodies cer- 
tain factors inherently not well adapted to 
the sale of lower-priced vehicles in quantities 
sufficient to take care of great factory pro- 
duction facilities, there has developed a ten- 
dency in some quarters to overemphasize to 
the point of inaccuracy the admitted weak- 
nesses of some types of distributor and to 
neglect entirely the current as well as the 
past potentialities for constructive market- 
ing inherent in the utilization of good dis- 
tributors in particular and of the distributor type of 
organization in general. 

Some recent commentators on the place of the dis- 
tributor in the automotive selling scheme, for in- 
stance, have indicated that the passing of the dis- 
tributor in most instances has been due partly to a 
belief of factory executives that their distributors were, 
for the most part, lazy and inefficient operators who 
merely collected five to eight per cent for okeying 
orders from dealers and to a belief on the part of these 
Same executives that the aforesaid five to eight per 
cent might be saved to the factory by operating on a 
direct dealer contact plan. One of these commentators, 
D. G. Baird, writing an article called “Why is an Auto- 
mobile Distributor?” in the Aug. 25 issue of Sales 
Management and Advertisers Weekly, quotes an anony- 
mous factory executive as saying “Our distributors do 
practically nothing to earn their discounts. They just 
sit back and take their rake-off for okeying dealers’ 
orders.” 

This sentence, as a matter of fact, presents pretty 
much the gist as well as the point of view of Mr. 
Baird’s discussion of this question. The phraseology 
of the statement quoted, referring as it does to the 
distributor’s “rake-off,” would seem to put the busi- 
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ness of wholesaling automobiles in the class of what 
is usually called a racket in these modern days, and 
at the same time take it out of the realm of being a 
legitimate business and distributing function. 

While some factory men must feel this way about 
it, inasmuch as they are quoted quite specifically by 
Mr. Baird, it is equally certain that other important 
factory executives feel just as strongly that the dis- 
tributor is the means by which their business has been 
built, the powerplant by means of which it is now 
running and a most important factor in creating the 
impetus which will enable them to continue success- 
fully in the future. This is not to say that there is 
any factory man to be found who has no criticism 
whatever to make of distributors, just as we have yet 
to find a distributor who has no criticism to make of 
the factory for which he is operating. It does mean, 
however, that a large majority of automotive execu- 
tives today still feel that the distributor will remain a 
distinct and vital part of their merchandising scheme 
for a good many years to. come. 

“Why, we would be in a fine mess if it weren’t for 
our distributors,” the president of one highly success- 
tul factory organization. said only the other day. “It’s 












“Practically every 
factory selects for ex- 
ecutive sales positions, 
men who have func- 
tioned as distributors 
or dealers.” 


silly to sit around and talk 
about them raking off five to 
eight per cent without doing 
any work for it. We have 
several distributors who 
have more than $1,000,000 
invested in our franchise. 
One distributor has over 
$2,000,000 invested in it. 
Those men have a greater 
stake in our success than a 
lot of the salaried executives 
at the factory. Of course, 
we have had cases of dis- 
tributors who made their 
pile and then wanted to spend all their time in Florida 
and California to the detriment of their business and 
our welfare in their territory. Sometimes we have had 
to talk very seriously with men on that seore. But that 
has not been true of a majority of distributors and it 
wouldn’t be at all fair to judge the distributor system 
as a whole on the basis of its results in these few excep- 
tional cases. 

“No, we aren’t always satisfied with what our dis- 
tributors do nor with the results which they achieve; 
but we wouldn’t be satisfied with the results achieved 
through a direct dealer organization, either. With the 
individual investment which the distributor has in his 
business, we feel that we have a big asset to help us 
in working out with that man and with the individual 
dealers the best means of getting the most out of his 
territory. 


“Sometimes a distributor does fail to make his quota 
in certain parts of his territory. We will ride him for 
it, of course; sometimes we will ride him even when 
we know down in our hearts that he got more than we 
could have got trying to work direct. No, the distribu- 
tor on the average has worked out very well for us; 

(Turn to page 34, please) 
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SER VICE Meetings 


HAT’S wrong with 
my car? How much 
will it cost to fix it? 
When can I get it?” 

With such questions to an- 
swer, your service contact 
man must combine a thorough 
knowledge of the car’s con- 
struction and a working 
knowledge of how repairs are 
made, in order that he may 
be able to figure the cost and 
the time required to do the 
work. 

Flat rate publications have 
done a great deal to make this end of service salesman’s 
job easier, but even with their practicable aid, experi- 
ence and tact in generous measure are needed for real, 
success in this work. The service salesman must first 
of all know what he is talking about, but of nearly equal 
importance, he must possess the diplomacy that will 
enable him to tell a customer what he needs; he must 
be tactful enough to refuse without giving offense, to 
do less than is needed to do the job right. 

It is probably a fact that no amount of teaching can 
show a man how to be tactful. Training may be pro- 
ductive of a certain umount of diplomacy but such 
characteristics are usualiy inborn. In the matter of 
gaining knowledge, however, teaching is all important, 
and it is this phase of the matter that we want to dis- 
cuss in this article. 

First of all let us take up the very important matter 
of keeping the service man up-to-date with regard to 
change of one kind and another in the cars he is servic- 
ing. The dealer, with the cooperation furnished by 
most factories, should be able to do much to help.his 
service men keep up-to-date by passing on to them all 
service information received. It seems superfluous to 
mention this but the fact re- 
mains that many service bul- 
letins and service letters never 
reach the service men. What is 
equally unfortunate is the fact 
that of those service bulletins 
that do reach the service_men, 
but few are really studied. 

What is the remedy for this 
obviously unfortunate condi- 
tion? Service meetings, of 
course. Upon receipt of a new 
service bulletin or service letter 
from the factory the service 
manager, or whoever is respon- 
sible for the operation of the 
service department, should go 
over it carefully. If there is 
information that the men 
should: have, a’ service meeting 
should be called... To make the 


tomers. 


and why. 


Because They Make It Pos- 
stble for You to Keep Your 
Shop —Men In Touch 
With All Changes 


The factory, at great expense, 
maintains a service depart- 
ment, the sole function of 
which is to help dealers im- 
prove their service to cus- 
But 
dealers take advantage of 
the opportunity thus freely 
offered to put money into 
their pockets? The propor- 
tion is small. 


Start now to use your serv- 
ice bulletins by starting now 
to hold service meetings. 
This article tells you how 


meeting interest- 
ing it is well to 
draw from _ the 
stockroom such 
parts as have 
been changed in 
any way, or that 
are under discus- 
sion. This will do 
much to hold at- 
tention. The next 
thing is to make 
the meetings 
Snappy and to 
avoid unnecessary 
formality. A 20-minute meeting is much better than a 
30-minute one, provided, of course, that the subject can 
be adequately covered in the shorter period. 

There is sometimes disagreement as to who should 
pay for the time used at the meeting—the management 
or the men. There would seem to be no reason why 
this should be a matter of contention. Surely the wise 
mechanic will not begrudge himself the time for the 
meeting for he will make it up many times over as a 
result of the better knowledge of his work that such 
meetings will give him. When men are on an hourly 
basis they appear to begrudge the time used for shop 
meetings unless held on shop time. That is hardly fair, 
for their increased knowledge should eventually make 
increased pay possible. On the other hand, the organi- 
zation should benefit immediately from the meetings, 
so a compromise is frequently effected and the meetings 
are held, half during working hours and half on the 
men’s own time. 

Of course where there is much to discuss, and where, 
aS a consequence, the meeting may take an hour or 
more, an evening meeting is advisable. Many dealers 
and service station operators have solved the problem 
of attendance at evening meet- 
ings by serving supper or put- 
ting on some _ entertainment 
after the meeting. By doing 
both they assure promptness 
and prevent leaving before the 
meeting is over. 

To get the men into the meet- 
ing and to make them feel that 
it is their meeting a general 
discussion should be _ invited. 
Of course there will be the 
timid ones with good ideas who 
will have to be pried from their 
seats and the talkative ones 
who will have to be cut short, 
but such discussions are well 
worth while. Sometimes a very 
valuable “kink” is disclosed in 
such ways. 

Properly conducted, these 
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meetings not only furnish practical knowledge to be 
applied to the work, but develop a friendly feeling be- 
tween men and management that assures cooperation. 

Such meetings should not be held in the hope of 
actually making mechanics and service salesmen but 


for the purpose of making good service salesmen and 
mechanics better. 


By C..Epwarp PACKER 





“How much will it cost to fix it?” is a question that 
can be answered only when the answer to, “What is 
wrong with my car?” is known. 

Flat rate tables are valuable, more so perhaps than 
anything that has come into the industry for years, 
but the man using them must have enough knowledge 

(Continued on page 36) 
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Harold Nathanson, Stam- 
ford, Conn. 


AN an automobile 
Sees really make 
a worthwhile salary? 

The general complaint 
of the man who sells cars 
is that there isn’t enough 
money in it; too much 
effort is required for the 
commissions involved. 
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A Brighter Side 


OU read in last week’s Motor AcE the rather 
surprising results of a survey of salesmen’s 
salaries. The figures given were depressing—but 
there’s another side to the story. The six salesmen 
referred to in this article have each made more 
than $1,000 in six days—and their yearly earnings 


man you are working for is not p 

making money on every deal it he 
won’t be long until you won’t have q 

a job. t 

“Whenever I lose a Ss 

deal because of some | Ct 

little difference of this 0 

nature I just go out and 0 

hunt up about three more oa 

prospects and work all p 

the harder. One night p 

between 7 and 10 o'clock y 

I took seven orders for : f 

Auburn cars.” ~ | t 


But just hard work 
won't bring success. The 
salesman must know his 
line. Marquard has been 
with P. W. Ward, Au- 


are high. That’s the trouble with averages—they’re 
right and yet they’re wrong, or at least they’re burn distributor for 
misleading. For instance, one salesman plays golf Cleveland, for a number 
all the time. Another works hard and earns $8,000 of years and knows every 
a year—the “average’’ pay of these two salesmen, bolt that goes into an 
is, of course, $4,000. That’s the idea in a few words, Auburn car. He believes 
so don’t worry unduly about what “the law of in making an intensive 
averages” tells you. study of the car he is to 
sell before he ever ap- 


We hear of the long 
hours, the futile chasing 
of prospects and the 
used car “problem.” We 
hear of the uncertainty 
of income; and a lot 
about competition. 

The answer to the 
question as to whether 
there is BIG money for 
the automobile salesmen 
who works intelligently 
and consistently is found, I think, in the experience 
of the six automobile salesmen referred to in this 
article; each has averaged more than a thousand dollars 
for one week’s work and their annual incomes are on 
a par with that of the best salesmen in other lines. 

The particular week here was the “Show Me” week 
staged by Auburn, the purpose of which was to assist 
salesmen to get prospects. It may be argued that al- 
most anyone might have made $1,000 under similar 
circumstances, but the fact that few did would seem 
to disprove the theory. | 

Ted Marquard, Cleveland, made $1,300 on commis- 
Sions and was given a 76 Auburn Sport Sedan by the 
factory for selling 33 Auburn cars in one week and 
making 21 deliveries! 

Supersalesmanship or just plain hard work? Let Ted 
tell it: 

“Practically any salesman can duplicate my record 
if he is willing to work hard and use his head. You’ve 
got to forget the theatre and bridge parties and 
arrange your time at the disposal of the prospect. If 
he wants to see you at 11.30 p.m., then be there at 
that time. Never get downhearted because you lose 
a sale because of a difference of $50 or $100. If the 
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‘Herbert Groff, Indianapolis | 
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proaches a prospect. Of this 
he says: 
“No prospect should be able 


to ask any question that the . 


salesman can’t answer without 
consulting a book. You not 
only must know your own line 
of cars but you must know 
a lot about the ones your com- 
petitors handle. When a pros- 
pect starts comparing cars 
you must know what the other 
fellow is offering, if you are 
to convince the buyer. 

“The trouble with most 
automobile salesman, I find, is 
that they try to sell cars by 
hot air and exaggerated state- 
ments, oftentimes insulting 
the intelligence of the pros- 
pect. Most prospects know al- 
most as much about a car as 
the salesman, Certainly, they 
know what they want a car to 
do.” 

Marquard’s idea of hard 














Alex Horton, Albany, N. Y. 
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Ted Marquard, Cleveland 


work with the use of intelligence 
is seconded by Art Jackson, sales- 
man for the Chicago-Auburn 
Company, whose commissions 
totaled more than $1,200 for one 
week. 

“T have no particular methods 
for selling cars. I have faith in 
the line I am selling, believing it 
is the greatest line made, but 
unless I get orders on the books, 
that doesn’t mean a great deal,” 
says Jackson. 

“The week that I made $1,200 
in commissions I got down to the 
office early every day and stayed 
on the job late. I set my quota 
of prospects three times greater 
that I really felt that I would be 
Selman Peterson, New York able to see and strange to say, I 

kept up with the quota.” 
Jackson, too, believes that one 
of the paramount requisites for a salesman is to 
know his competitor’s life as well as his own. He says: 

“IT make it a practice to know what the other fellow 
is selling so that when a prospect talks to me about a 
competitor’s line I am not confused. I don’t leave any- 
thing to guesswork. 

“IT could do practically as well every week in the year 
as I did this special week, if I would apply myself. 
There is nothing personal about that. Any other sales- 
man could do the same if he would get out and hustle. 
Most of us fellows don’t sell more cars because we 
don’t try to.” 

Herbert Groff, salesman for the Updyke Auto Com- 
pany, Indianapolis, who won third place in the sales 
contest and incidentally made more than $1,000 in com- 
missions, says of his methods of working: 

“We automobile salesmen are constitutionally lazy. 
We make a sale or two and then rest. Jf we would hit 
the ball every day of the year as most of us did during 

‘Show Me’ week our incomes would be startling. 

_ “During this particular week I used the same 
methods of selling that I always do, but I made it a 

rule to see a lot more prospects. And I worked on 
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them hard. I think that most of us are apt to spend 
too much time on the hopeless prospect. I have known 
salesmen to spend days with a prospect and then, later, 
find that he didn’t have the money to buy a car.” 

Selman Peterson, of the J. A. Jensen Motor Sales 
of New York City, Auburn distributor, who tied for 
third place in the contest, emphasizes the need of sales- 
men “learning to sell cars rather than themselves.” 

“Of course, the larger acquaintance a salesman has 
the better off he is,” says Peterson, “but most people 
are buying cars for value today rather than through 
friendship. The buying of an automobile has become 
a business proposition. The man who invests wants 
to know just how much he is going to get for his dollar.” 

Harold Nathanson of Stamford, Conn., and Alex 
Horton of Albany, New York, also went over the $1,000 
mark for sales commissions for the week. 

“The majority of automobile salesmen get into the 
business because they think it an easy way to make 
a living,” says Nathanson, “and not a few of them think 
that the public is waiting to come up and take the cars 
away from them. This may be right, but in my years 
of selling cars I haven’t had that happen to me. 

“While I would place intelligent, hard work as the 
first requisite of success in selling automobiles, I think 
that the next one in importance is courtesy. It really 
doesn’t profit you much if you out-talk the customer 
and bluff him, but don’t get his name on the contract. 

“T have known a number of very fine salesmen who 
could do a splendid job selling a car, but who lacked 
that one quality necessary—to get the customers to 
sign. A salesman of this type should make a special 
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effort to learn the secret of convincing the prospect 
and then apply it. 

“Courtesy to the public will bring you back more 
customers than any other factor. Figure out how you 
would like to be treated if you were in the market for a 
car, and then follow out that idea.” 

Alex Horton, who is also a dealer as well as a sales- 
man, believes that most salesmen spend too much time 
trying to be “good fellows.” “Outside activities often 
bring in prospects,’ says Horton, “but sales over a 
period of years depends on one thing: a worthwhile 
product and the ability to sell it. Being a ‘good fellow’ 
has it advantages, but the disadvantages often out- 
weigh the others. Most of us have bought a suit of 
clothes because we liked the particular salesman who 
sold it to us. Unless that suit gave us our money’s 
worth we didn’t repeat our order. Outside activities 
of salesmen are fine, but when they take precedent 
over the actual job of selling cars, they become a hin- 
drance. 

“The one point I have observed about the average 
automobile salesman is that he lacks initiative to go 
out and find his prospects—and then sell them. Not a 
few of them wait until the sales manager gives them a 
lead. 

“Another point I have observed is that a good many 
salesmen are too easily discouraged. If they fail to 
make a sale before lunch the entire afternoon is spoiled. 

“In my opinion a week such as the Auburn ‘Show 
Me’ week is a fine lesson to all automobile salesmen. It 
proves conclusively that most of us are merely scratch- 
ing the surface of sales.” 
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THis sales and service building, of strikingly new character, is owned by H. W. Hoskinson Motor Company, Grakam- 
Paige dealer at Dayton, Ohio. The salesroom differs from the usual, in that the inside simulates the outdoors, with 
bright awnings extending from the tops of the windows inside the salesroom 
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MOVIE Stars 


Steve Nerney Turns the Table 
on the Bright Lights 
of Hollywood 


By LoutIsE CROWE WETZEL 


UCH has been written and said—and ob- 
served—of the feminine influence on the 
manufacture and merchandising of automo- 
biles. There may be some few disbelievers 
and scoffers left in the industry; but in Hollywood there 
is a dealer who believes, and he does not go in for half- 
way measures. 

In the big-opén showroom of the Stephen S. Nerney 
Company, Lincoln dealer, one lone Lincoln is on display; 
this model, however, is changed daily. Opening off the 
showroom, but not visible from the floor, is the salon. 
And such a salon! It is a room 70 by 95 ft.; the con- 
crete flood is stained a soft gray; a rug of rich oriental 
hues adorns the floor; at one end stands a divan of in- 
viting luxuriousness. Soft lighting effects are em- 
ployed. Pastel shades of rose blend into amber, browns 
fade into tan. 

In the center of the salon is a revolving table on 
which a Lincoln stands in solitary splendor, in bold 
relief against a curtain of rich velvet. Drawn up on 
either side of the table is a stately guard of eleven 





cars. The sides of the salon are lined with every type 
of Lincoln built. 

From a seat on the divan the revolving table can be 
a 9 motion or stopped at will, by merely pressing a 

ulb. 

The cost of fitting up this beautiful display was in 
excess of $14,000. The interest and admiration the 
salon has elicited convinces the establishment that the 
expense is more than justified. All models displayed 
are a part of the regular stock; none is borrowed for 
the occasion. Bright lights—stars if you like—from 
the movie firmament compose a large percentage of the 
clientele of this establishment, hence the appeal to the 
languorous senses. 

The revolving table applied to the automobile indus- 
try is an original and novel plan. For the feminine 

(Continued on page 32) 

















T HIS motor salon, 
embodying the use 
of a rotating stage, 
is Steve Nerney’s 
latest thought in 
automobile mer- 
chandising 

































28 


Motor Age 


A Parts Man Asks— 
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contain food for 
thought. The consensus of 
opinion relative to these 
questions would undoubtedly 
be in the affirmative. As- 
suming this to be the correct 
solution, then going a bit 
further, why is it that the 
average parts man receives 
a comparatively small salary 
in return for his best ef- 
forts? A parts man’s posi- 
tion is not a kid’s job, and it should not be classed 
a man’s job with a kid’s pay. 

We will save question No. 1 for the last and turn 
our attention to question No. 2. “Does his position 
mean anything to a firm?” There are two ways in the 
writer’s mind of interpreting this question. The first 
way depends largely upon the firm he is working for. 
Some firms fail to see the importance of a well-man- 
aged parts department, therefore a position of this na- 
ture wouldn’t mean very much; a twenty-five-dollar-a- 
week clerk is good enough. Cheap help in a service 
department usually result in dissatisfied customers. 
The same thing is true of the parts department, as ty- 
ing up a customer’s car unnecessarily for the lack of 
parts that should be in stock at all times will tend to 
destroy the good-will of the customer, eventually result- 
ing in a decided loss of business for the entire firm. 
So much for that view of the situation. 

Now let us take the other side of the question. Most 
firms by now have begun to realize the importance of a 
parts department, therefore a parts man working for 
such a company must realize that his position means 


Seven Questions 


1. Is a parts man fully appreciated? 
2. Does his position mean anything? 


3. Does the service department de- 
pend on him? 


4. Does the manner in which custom- 
ers are taken care of help the firm? 


5. Does his cooperation mean any- 


thing P 


6. Does the service department suffer 
or prosper by the way he does his work? 


7. Does the manner in which his rec- 
| ords and stock are kept mean anything P 

















something to his firm. Even 
though the rewards are com- 
paratively small, the nature 
of the position some day will 
warrant better recognition. 
According the best service 
to every customer, cooperat- 
ing with the service mana- 
ger, keeping stock and rec- 
ords up to date, striving to 
improve the system, aiming 
for efficiency in every detail, 
is the probable answer to 
this side of the question. 

Question No. 3. sounds 
rather interesting, so we will attempt to diagnose it. 
“Does the service department depend on him to help 
render efficient service?” A few positive facts will 
cover this question very nicely. It has been proved 
that the service department depends on the parts man 
in the rendering of efficient service. If this were not 
true why is it then that most every parts department 
is classed a part of the service department coming 
under the jurisdiction of the service manager? When 
a service manager takes in a repair job necessitating 
several new parts, the first thing he generally does 
is to consult his parts man to ascertain whether these 
parts are in stock. If they are the repair job is 
given prompt attention service and the result is a 
satisfied owner. All in all there is only one feasible 
answer to this question—the service department cer- 
tainly depends on the parts department in according 
efficient service. 

Speaking of giving efficient service leads us up to 
question No. 4. “Does the manner in which the cus- 
tomers are taken care of by the parts man affect the 
reputation of the firm?” It certainly does. His atti- 
tude toward customers means a whole lot. Courtesy 
on his part promotes good-will and paves the way for 
future business. Indifference and lack of cooperation 
drive customers away, not only from the parts win- 
dow, but also from the service department, and in 
some instances from the entire organization. 

Question No. 4 has paved the way for question No. 
5. “Does his cooperation mean anything?” We have 
just discussed the effect a parts man’s cooperation has 
on customers, so in brief ‘the best answer for this 
question is this: “A dealer may have the best car in 
the market to sell, the best show-room in town to dis- 
play it in, the best equipped service and parts depart- 
ments, but unless he has cooperation in his organi- 
zation, he is the loser.” 

Question No. 6 stands out all by itself, ready for 
the answers to be fired at it, so here goes. “Does the 
service department suffer or prosper by the execution 
of a parts man’s duties?” What would you say, yes 
or no? Well I’m going to say both: just to be friendly. 
If a parts man is wnderpaid and acts asa mere clerk, 
taking. an indifferent attitude, assuming no respons'i- 
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bility, failing to cooperate with the 
service manager, telling him certain 
parts are not in stock when they are— 
only he didn’t want to take time to 
find them—and not keeping his stock 
and records up to date, then the serv- 
ice department is bound to suffer 
through the execution of this parts 
man’s duties. On the other hand, if 
he is just the opposite, seizing every 
opportunity to improve the service, 
selling accessories to gain some extra 
profit for the service department, co- 
operating in every respect with each 
and every customer, then the service 
department will prosper. 

Question No. 7, “Does the manner 
in which his records and stock are 
kept up mean anything?” A parts 
man should be just as particular in 
keeping accurate records of every 
transaction as a bookkeeper is in bal- 
ancing books. That’s saying a lot in 
a few words, but it means a lot. Un- 
accounted for losses checked up 
against a parts department soon run 
up into money. Most parts men take 
great pride in their department and 
insist that their records be kept up to 
date. In this manner they are co- 
operating with the service manager, 
for they are able to keep an adequate 
stock of current parts and accesso- 
ries on hand at all times, and can give 
efficient service, which counts today 
more than it ever did. 

We will suppose that a parts man 
didn’t keep his records or stock up to 
date. The service department would 
be greatly handicapped and possibly 
five or six big repair jobs would have 
to lie idle in the shop awaiting parts 
Which Should have been carried in stock. If the me- 
chanics are on a flat rate basis they will also suffer. 
And what about the customer? Will he stand for this 
kind of service? Not for long. 

The writer recalls a case in point. A certain large 
firm handling a popular make of car was called upon 
to supply a small part which should have been carried 
In stock. The parts man regretted not having it on 
ame, but promised to have it in a week. It took just 

ve weeks to procure this particular part from the 
factory. Picture in your own mind how the owner 
felt about such service. Here is how it worked out. 
This customer used his car for business purposes. It 








them for it to be otherwise. They 
have their grievances, though, and 
Motor AcE is pleased to allow 
space for one of them to tell how 
good he really 
merits more consideration. 


OOD parts men ARE apprect- 
ated. There aren’t enough of 








is and why he 
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was in the rush season and after hiring taxis for a 
week, he took the matter up with the boss, after being 
told his car was still tied up in the repair shop waiting 
the necessary part. The boss realized the situation at 
once and to keep his good-will offered him a good used 
car to drive until this part arrived. The car ran for a 
couple of hours and quit. So did the customer. He got 
his brother’s car and towed him home. The same thing 
has happened, with variations, a hundred times. 

Now we return to question No. 1: “Is a parts 
man fully appreciated?” 

From what you have just read you will grant that a 

(Turn to page 36, please) 
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CWORS 


By ATHEL F. DENHAM 


TEELDRAULIC internal four-wheel brakes, an 
increase of 1% in. in cylinder bore, a different 
harmonic balancer, larger counter weights, 
lighter semi-steel pistons and new bodies with 

improved lines are features of the new Oakland cars 
announced this week. 

Prices were not available at the time of going to 
press but are not expected to differ materially from 
those of the preceding line. 


Above: An im- 
pression of 
greater height 
and reduced 
width is given 
to the radiator 
by the new cen- 
ter bar 


Right: Front 
engine mounting 
on rubber 
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Above: Different lines throughout dis- 
tinguish this new Oakland body style 
from its predecessors 


Right: More uniform cooling is the 

result claimed for the new cylinder 

castings, made with water jacket plates 
separate 


The new bodies are wider and the 
treatment of the belt moldings to- 
gether with the sweeping lines of 
the one-piece fenders give the im- 
pression of speed and reduced height. 
While the wheelbase of 117 in. is the 
same as formerly, the hood louvres 
in five groups of four each give the 
appearance of added length. The radiator shell, with 
its vertical bar in the front, has a different contour 
which is set off with the Oakland crest in colors; the 
appearance is further improved by the provision of a 
false front for the radiator. All exterior hardware is 
chromium plated. Besides making the bodies wider 
in both the front and rear compartments, additional 
room has been obtained by making the position of the 
front seats of the closed cars adjustable and by bend- 
ing the emergency lever forward. 

The new engine, on which the bore has been increased 
from 314 in. to 336 in., develops 68 hp. at 3000 r.p.m. 
This increase in power is also the result of the larger 
(1144 in.) Marvel carburetor, larger intake manifolding 
and a larger (134 in.) exhaust pipe and muffler which 
reduces back pressure. The semi-steel pistons are 
lighter than on the preceding model and the diameters 
of the exhaust and intake valves are 13% in. and 11% in. 
respectively. The coil spring type harmonic balancer 
has been replaced by one using flat springs. This fea- 
ture, together with larger counterweights on the crank- 
Shaft, produces smoother performance. The engine is 
how suspended at four points and the mountings are 
of rubber, so designed that it is impossible to change 
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the compression of the rubber. The front engine sup- 
port has been removed from the cross-member and the 
rear supports are now located on the transmission hous- 
ing instead of the bell housing. The cross-member pass- 
ing under the transmission, which now supports the 
engine, has been strengthened to carry this additional 
load. 

The cylinder blocks are now cast by a new method 
which results in a more even cylinder wall thickness 
and full length water jackets. Rigid alignment of bear- 
ings is obtained by external reinforcing ribs which 
extend the full length of the crankcase. Lubrication 
has also been improved by means of a larger oil pump, 
the regulator being of the plunger type; and the crank- 
pin bearings are provided with a cross-groove to insure 
better cylinder wall lubrication. ; 

In addition to strengthening the cross-member pass- 
ing under the transmission and the four-point engine 
suspension, frame weave has been further reduced by 
means of a ribbed cover over the gasoline tank and 
rear of the frame. 

There are a total of six cross-members and the depth 
of the side-channel members is 5% in. They are of 
5/32 in. stock. 
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Better balance and more strength have been obtained 
by increasing the diameter of the propeller shaft. The 
rear universal joint is attached to the drive p:nion shaft 
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of seven body models; sport roadster, sport phaeton, 
coupe, convertible cabriolet, two-door sedan, four-door 
sedan, convertible landau. Equipment continues much 





Oakland All-American 
Six Sport: Roadster 


by a four splined slip-joint and a single steel bolt. This 
construction facilitates disassembly and servicing. 
The Steeldraulic brakes, which have been previously 


described in these columns, operate on 12-in. drums; 
the width of the brake lining is 2 in. and each wheel 
requires a piece 36 in. long. The diameter of the emer- 
gency brake drum is now 6% in. with a width of 2 in. 

For the present the new All-American line consists 
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as formerly with Lovejoy shock absorbers, air cleaner, 
non-glare rear vision mirror, automatic windshield 
wiper, dash gasoline gage, rear traffic signal, cowl lights 
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Oakland All-American 
Six Sport Phaeton 
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and bands and semi-coincidental lock, included as stand- 
ard. At extra cost bumpers, six wire wheels, fender 
wells and trunk racks may be obtained. Closed cars 
are upholstered in mohair, while leather is used on the 
open cars. 





buyers who revel in furs and gowns and lingerie dis- 
played by slowly revolving models; or who are so fa- 
tigued from registering emotions for others that any- 
thing for their inspection must be carried to them, we 
can readily see the appeal of this method of display; 
and sense the vision of the man who conceived it. . 

To the dealer in the small business center, the idea 
must seem more fantastic than novel. The average 
American feminine purchaser—or potential purchaser 
—when she calls at the showroom, will swagger about 
the model much after the same fashion as brother or 
dad; even examining the intricacies under the hood. 
For the average American young woman is an outdoor, 
athletic young woman whom oriental divans and hand- 
and-foot service would confuse and abash. Neverthe- 
less, the Nerney salon is but another concession to fem- 
inine tastes, and in Hollywood it is going strong. As 
proof of its success, the organization claims the sale 
of about 90 per cent of the Lincolns in Hollywood. 
Numerous items concerning beauty pageants and 
beauty contests for automobiles have recently come to 
the front. Of course, when we see the photographs, we 
have a:sneaking feeling that the pretty girl at the wheel 
whose soft lines blend with the stream-lines of the car 
had more than an ordinary share in the winning of 
the cup for her high-powered car. Obviously, the dealer 
showing the car must have thought the same, or he 
would have contrived to put a Ray Keech or Louis 
Meyer at the wheel. 


His Models Move for Movie Stars 
(Continued from page 27) 


Now that the beauty pageant for the four-wheeled 
charger is an established fact, why not the style show, 
or the fashion parade by the same token? The answer 
is, Stephen S. Nerney is doing it! Not with mincing 
models, mascara-lashed and pirouetting; not with glare 
of spot-lights and blare of orchestra, but with soft and 
restful effects, the noise and the turmoil muffled by thick 
walls; and in an atmosphere of such rest, and peace, 
quietude and refinement that sales resistance is an ogre 
upon whom the outside door is closed. 

To the pessimists and the skeptics it may seem that 
the pendulum of appeal has swung too far to the fem- 
inine side; that at last, awakening to the presence of 
the hordes of women buyers——controlling buyers, let us 
say—the dealer, in his zeal to please them will too 
strongly favor the bizarre in display. The fact remains 
that the majority of women are intrigued and held by 
show, pomp and ceremony. While gorgeous colors and 
fittings will not blind them to defects in the product, 
they will first call the product to the feminine attention, 
creating at the outset a favorable impression rather 
than the prejudice and sales-resistance which the same 
trappings might build up in a man. 

To the dealer who is out for the feminine trade and 
conservatively caters to the esthetic tastes of the 
feminine mind, remembering the ingenious touches that 
will appeal to her innate refinement, we cannot say that 
the battle is half won, but we believ@ he has commenced 
a non-stop flight in the right direction. 
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Answers to Legal Oueries 


By S. Boyer Davis 

















You Have a Lien 


We have repaired a Buick touring car and 
have a bill on it for parts labor at $90.00. 
The work was done two months ago and we 
have held the car until the bill was paid. 

Owner has called for the car twice but 
has not had any money to pay down and 
wanted us to let him have it and pay us 
$20 each month which we, of course, would 
not agree to. 

We now find that the dealer who sold this 
car has a lien against it for $95. This dealer 
is located at Rosslyn, Va. 

The owner of the car the last time he 
called to see us gave us to understand that 
unless we let him have the car at that time 
he would not pay the amount due us but 
would let the dealer take the car for the 
amount due him. 

Just what steps will we have to take to 
collect amount due us? Also how would this 
affect the dealer who sold the car?—Williams 
Garage, by S. M. Williams, Broadway, Vir- 
ginia. 


WE believe you have a lien on this - 


car under the Code of 1924 in 
your state, at least to the extent of 
$25.00. 

Should the dealer endeavor to re- 
possess the car by a writ of replevin, 
or other legal means, you would, of 
course, have to surrender it. In this 
event you would have to consult an at- 
torney to protect your interests. 





Repossess Tires 


We would like to have an opinion from 
your legal department on a question that is 
of great importance to the automobile in- 
dustry. 

A—-Represents purchaser. 

B—-Merchant selling automobile. 

C—-Merchant selling tires. 

B sells A a used automobile under the 
standard used car contract, that is used gen- 
erally by finanee corporations, receiving the 
down payment and the balance payable month- 
ly. Some months later, say four months, for 
example, A buys from C a set of tires for 
his car. C takes a chattel mortgage on the 
tires listing the serial numbers. Two months 
later A cannot pay the instalments on _ his 
car and B repossesses the car which has the 
above mentioned tires’ on it. C learns of the 
repossession and makes demand for the tires 
from B. Can B keep the tires on the car 
or does C get the tires under his mortgage? 
In the purchase contract A has agreed to 
keep the car in good repair except for usual 
wear and depreciation. 

We would appreciate very much any in- 
formation you might be able to give us on 
this matter—Turben Motor Company, Law- 
ton, Okla. 


THE tires being mortgaged to C, he 

is entitled to claim them if the terms 
of the mortgage are not complied with 
and the interest and principal paid 
When due. Merely putting them on a 
car does not give the owner of the car 
any title to them, nor is he injured in 


any way because it is not conceivable 
that any one would put new tires on 
a car unless the old ones were worn out. 

Therefore, the tires being worn out, 
the owner, in this case the merchant 
selling the car, has an automobile with 
worn-out tires which is equivalent to 
a car without tires, and thus the re- 
possession of the tires by C does not 
injure B. 

The statute provides, however, that 
the mortgage to be valid as against sub- 
sequent purchasers or encumbrancers 
must be filed in the office of the regis- 
trar of deeds of the county in which the 
property or any part-of it is at that 
time situated. 

Also in case of removal of the prop- 
erty from one county to another it is 
only valid for 120 days as against sub- 
sequent purchasers and encumbrancers, 
unless it is refiled in the office of the 
registrar of deeds of the county to 
which it is removed. 





A Valueless Right 


In the Motor Ace of June 7 I notice 
an article about ‘“‘Can’t Repossess if Dealer 
Fails,”’ a court ruling in a California court. 
Would like your opinion of the outcome of a 
case of that kind in this state, Illinois. 

There have been several cases of that kind 
near here in the last 10 months. The dealers 
just leave the country and the finance com- 
pany comes and gets the cars. 

The last one heard of was bought last 
fall or early winter and was taken back 
this month. Claim the dealer had bought 
from the distributor on conditional sales agree- 
ment and was to pay for it by the month 
and failed in May. The customer had a good 
bill of sale but the dealer is gone.—Hidalgo 
Garage, Hidalgo, Illinois, Att’n Cecil E. 
Meeker. 


N cases such as you have instanced, 
the cars being sold to the dealer to 
be paid for in installments, the agree- 
ment between the company and the 
dealer undoubtedly provides that the 


ownership of the car shall remain in 


the company until the full purchase 
price is paid. 

The dealer, therefore, not having 
title to the car cannot pass it to the 
customer and if he fails to complete 


‘his payments, the company can claim 


their property. 

In the absence of any special facts 
we cannot see how the company can be 
prevented from taking back its own 
property after the dealer has failed 
to live up to his contract. Of course, 
the purchaser has a right of action 
against the dealer but where he has 
disappeared, as you say, that right is 
not of much value. 


Title in Seller 


We have a case where a man brought us 
a Ford car to be repaired. After repairing 
we would not let car go without the money. 
Owner gives up the car as he owes a balance 
on car of $19. We decided to sell car and 
find some other garage holds title. We try 
to get them to pay the bill. They refuse to 
pay bill and will not let us sell car, as car 
will not bring any more than our bill. But 
we have been storing the car for some time. 
Can we make the title holder pay storage 
on this car, or give up title? All we want 
is the bill on car.—G. A. Phillips & Co., 
Purcellville, Pa. 


HE customer who ordered the re- 
pairs to the automobile in question 
not being the owner of the machine 
could not by his actions create a lien 
upon it as against the real owner of 


‘the car. (Burns Annotated Ind. Stat. 


Watson’s Revision 1926, Sec. 9844. 


All these instalment sale contracts 
may be presumed to preserve the title 
in the article sold to the seller until the 
last instalment is paid and hence the 
other garage is unquestionably the true 
owner. But since these parties did not 
authorize the repairs, and indeed prob- 
ably were without knowledge of them, 
they cannot be held responsible so as to 
create a lien. 


N.S. F. Check 


I have just had a check returned to me, 
from the local bank on which it was drawn, 
marked N.S.F. for the third time. 

They tell me, if I want them to try and 
collect it, to get a new check, and in tak- 
ing it up with the writer of the check, he re- 
fuses to do so, inasmuch as he claims he 
has a satisfaction of all claims against the 
car that he purchased from me, and for 
which the check was a part of, being for 
half of one of the instalments, which he 
was paying to me for a while, I in turn 
remitting to the finance company, which 
finally repossessed the car through a local 
attorney, who is the party giving the satis- 
faction of the mortgage. 

I have not taken this matter up with the 
attorney, because he failed to give me the 
consideration in adjusting the matter that was 
due me, and if you can advise me as to 
what to do in order to collect the check, I 
would appreciate the favor very much.—L. 
E. Halverson, 306 Main Street, Valley City, 
North Dakota. 


F you have any way of ascertaining 

when this party has funds and is 
likely to have money in the bank, you 
can try to collect on the check. This 
sometimes works. 

Your other course would be to bring 
suit against him. The amount in ques- 
tion, judging from your letter, is a com- 
paratively small one and you could 
probably bring an action before a 
magistrate. 
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DISTRIBUTOR STILL 





we try our best to make our interests his interests; 
to talk freely and frankly with him about all of our 
mutual problems and to function with him on a friendly 
basis at all times.” 

That was one side of the picture. Then a day or so 
later, there came the following reaction from an ex- 
ecutive vice-president of an even more successful pas- 
senger car manufacturing company which operates with 
a few branches and a great many distributors: 

“What some folks fail to take into account,” he said, 
“is the basic economic aspects of the distributor situa- 
tion. Look at the companies which have gone to direct 
dealer contacts. Only in a few cases have they made 
the move with any special animosity toward the dis- 
tributor. They have changed simply because their prod- 
uct and their factory necessities had developed in such 
a way as to make the factory necessities no longer 
coincide with the interests of the distributor from a 
few basic economic standpoints. 

“Take the factory which gets geared up for large 
production of a relatively low-priced automobile. Sup- 
pose it has been operating with distributors in the past. 
What happens when competition becomes keen and the 
entire possible output of the factory can be disposed 
of only by selling every car that possibly can be sold 
any place in the country? 

“Under those conditions, it becomes logical and neces- 
sary that the factory demand dealer representation and 
sales in the farthest confines of each territory. To 
obtain and hold representation in some of these areas 
may cost the distributor so much as to render profit- 
less any cars which he might get rid of through that 
source. Naturally, he isn’t going to work very vigor- 
ously to get that representation and sell those relatively 
profitless automobiles. 

“The sale of those particular cars is profitable to the 
factory, however, because they help to keep up the 
quantity and keep down the overhead. Thus, quite ap- 
parently, there arises a distinct difference in interest 
as between the factory and the distributor. As that 
difference in interest continues and grows in signifi- 
cance, it is natural and logical that the factory should 
go to a direct dealer system. 

“That situation has arisen for a number of com- 
panies in the industry and undoubtedly will arise for 
several more inside of the next five years. To recog- 
nize this, however, as a cold economic fact, is some- 
thing quite different than to sing funeral dirges for 
the automobile distributor as such. Our factory still 
has nearly 100 distributors and we are going to have 
a number of distributors as far in the future as I can 
see.”’ 

Still another executive, pointing out the same eco- 
nomic basis for the change from distributors to direct 
dealer contacts, adds that the real saving is in the 
ability of the factory to get its needed volume and thus 
keep down its operating overhead rather than in the 
elimination of the distributor and his commission as 
such. “The function of the distributor has to be per- 
formed,” he urges, “whether by the factory itself or 
by a distributor as such.” 

This reaction is borne out by the following state- 
ment made by Automotive Industries a few weeks ago. 
“It is strange at this stage of the game to see still stalk- 


(Continued from page 21) 
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ing about the ancient myth that by eliminating a dis- 
tributor or a branch the discount previously allowed 
is saved to the manufacturer. 

“The distributor or branch performs a very definite 
marketing and distributing function. For some types 
of cars a field force under factory supervision dealing 
direct with dealers may perform that function more 
efficiently; but the cost of performing the function, 
while perhaps lessened, certainly is not eliminated.” 

“We have to remember,” another sales manager re- 
marked, “that in the long run the efficiency with which 
a given system is operated usually is more important 
even than the selection of the system itself. I know 
plenty of people won’t agree with that idea, but I have 
seen it borne out in too many practical cases not to 
think pretty well of it personally.” 

Eliminating those cases where the basic economics 
of the situation point definitely to the direct dealer 
contact method as the one obviously best suited to 
the sale of the particular product, it would argue very 
strongly for factory omniscience to urge that the fac- 
tory could always lay out a better method of opera- 
tion by itself than could any distributor in any terri- 
tory. Granting the desirability—even the necessity— 
for uniformity in methods throughout the country, it is 
perfectly possible to conceive that the best methods 
might be determined more surely through consultation 
and cooperation with a group of individuals operating 
on the sales firing line as distributors do, but still 
having a considerable investment in the factory fran- 
chise, than through pure logic at factory headquarters. 

Practically every factory recognizes this idea in 
principle and in practice when they select—as they 
usually do—for executive sales positions at the factory, 
men who at one time or another have functioned either 
as distributors or dealers. The need of that actual ex- 
perience and knowledge in factory councils is recog- 
nized. Friendly and continuous contact with current 
experiences in the field through a distributing organiza- 
tion doubtless helps considerably in keeping factory 
policies in line with practical field needs. 

Those companies which operate direct with dealers 
recognize this same need and meet it by the employ- 
ment of many field men and district representatives 
who through constant and daily contact with dealers 
supply to the factory the necessary information and 
intimacy of touch with retail conditions and needs. 
Both methods work out successfully but for the fac- 
tory which cannot afford, by reason of its volume and 
the particular price class of its product, to employ so 
widespread and large a force of field men, the distribu- 
tor offers the only possibility of keeping in touch. 

It would be fatuous to argue in favor of a distribu- 
tor system for all types of automobile distribution at 
this date. Obviously the distributor is out on thor- 
oughly sound economic grounds in a number of in- 
stances and will be going out on these same grounds 
in some other instances as time goes on. Nevertheless, 
it is only fair to recognize that the distributor still plays 
a vital part in the distributing system of a majority of 
automobile factories and that probably a third of the 
total unit production and 60 per cent of the dollar 
volume production of the industry still will have passed 
through his hands in 1928. 








“They Wouldn’t Sell Me a Car” 


Watch for this interesting story in next week’s Motor Age 




















October 1 z, 1928 





oe 


= Mgr Otee Pe se 3 a : 
SNe ees F =e eS ae KA 
bso a eet 3 = _ ‘ 
; ee . Ege *- 





3 


el Bree 


4 


RNG if = 
edad ti 
Sm 4 . 

z 


so 
oS 


1? 


tego 





ne sg Fe 
VOR he eer 
= MEE 


> 
<a 


A MOTOR ACE IMPREZION J BORI RK 
Eales TWlanoger = World Bestos Carp. 




















36 





SERVICE MEETINGS 


Motor Age 


IMPROVE SERVICE 


(Continued from page 23) 


and ability to diagnose trouble correctly and then sell 
the complete operation that will correct the trouble. 
There is no doubt that more customer dissatisfaction, 
and hence lost profit, results from inaccurate price quo- 
tations than from any one other thing. Where there 
is a doubt as to what is needed, an operation should 
be sold that covers the dismantling and inspection of 
the part in question. After that an exact price can 
be given from this flat rate manual. It is imperative 
that care be exercised in quoting prices. While it is 
bad to quote too high and thus risk losing the job and 
also arouse your customer’s suspicions as to your knowl- 
edge of the business, it is worse to quote too low and 
try to get the balance when the car is called for. 

In servicing the automobile constant vigilance is the 
price of success. Only the best of service salesmen 
are good enough for the shop that hopes to make money 
—and the only way to keep those salesmen good is to 
keep them acquainted with changes as they are an- 
nounced. 


“When can I get my car?” is a question that can 
be intelligently answered only when there is the closest 
cooperation between the service salesman and the shop 
foreman. Of course one must know from experience 
how long a job should take. Then he must consider the 
condition and ability of his particular shop. Further- 
more, of utmost importance, the repair order should 
be written so that it states specifically what is to be 
done. Also, the shop foreman should be consulted when 
there is the least doubt as to when a job can be finished. 
While he is responsible for promises—and there is noth- 
ing more important to business development than keep- 
ing promises—he is entirely dependent on the accuracy 
of the repair order when making those promises. 

It is well worth the properietor’s time to see that 
he picks good men to begin with and then keeps them 
fully informed on all developments if he is goiing to 
be able to answer these important questions, ‘“‘What’s 
wrong with my car? How much will it cost to fix it? 
When can I get it?” 





Is the Parts Man Appreciated ¢ 


(Continued from page 29) 


good parts man is partly responsible for a service man- 
ager’s success. He also is accountable for the building 
up of good-will among customers. His cooperation 
means a lot. His is a responsible position. He is largely 
responsible for the kind of service the firm gives—and 
advertises—as well as for a part of the service man- 
ager’s success. 

Granting the foregoing to be true and there appears 
to be no good reason to think otherwise—how many 
parts men are full appreciated? Speaking in the mod- 
ern terms of appreciation, I refer of course to salary. 
We all often wonder at times if our employers really do 
appreciate our services. Our friends rarely tell us of 
words of praise received by them from their eniployers 
and we cannot recall that our employer ever gave us a 
word of praise for anything. The usual thing would be 


for one to get discouraged and let down in his efforts, 
especially if he saw others in the organization getting 
along with little effort. But he can’t do that. The very 
fact that he has been conscientious enough to do his 
job as it should be done guarantees that he will con- 
tinue to keep on trying, regardless of whether he thinks 
the boss appreciates him or not. And just as sure as 
there’s any truth in precedent he’s going to get his pay 
envelope one fine day to find that the boss does indeed 
appreciate his efforts. You can’t get away from it; no 
man who is not intelligent enough to command, ever 
stays long in command; and no man who gets the oppor- 
tunity to command ever overlooks the subordinates that 
in their humble way have helped him to rise from the 
ranks. In other words, if you’re doing the job right, 
the boss can’t fail to take note of the fact. 





This coupe on the new 
Dodge Senior line has a 
rumble seat, crank oper- 
ated rear window and lists 
-at $1,675 
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J emma Questions Answered By (. Edward Packer 




































Oil Pumping Caused by 


Bearings 

I am driving a Hupp 6, 1926 series ‘‘A”’ 
five-passenger sedan, engine No. 10839. I 
have had trouble with the engine pumping 
oil right from the start. When the car had 
11,000 miles on it I had the block honed and 
new pistons fitted. It was a perfect job. 
While I was limbering the engine up over 
a distance of 1800 miles of slow and care- 
ful driving, I thought I had the trouble cured 
but as soon as I started driving at 40 to 45 
miles per hour, the oil disappeared the same 
as before. I keep the engine in A-l shape 
and have tried several brands of oil, but they 
make no difference. The engine continues to 
exhaust a bluish white smoke as before. The 
engine uses a three-ring piston, two rings 
above the piston pin and one oil ring below. 
The piston is very short, which makes me 
believe that this is responsible for part of 
the trouble. Please let me know whether or 
not I could install a longer piston of the 
same weight with four rings without inter- 
ference—James J. Kavan, Box 63, Linwood, 
Neb. 


OUR trouble is not in your piston 

or rings. Consequently, we have not 
investigated to see whether or not a 
longer piston could be installed. The 
installation of a longer piston or special 
ring equipment would be ineffectual in 
this car as it is. The thing to do is to 
drop the main bearing cap and take 
them to the bench. You will find that 
where these lower caps meet the upper 
caps of the bearing that they are cham- 
fered or beveled for the entire width 
of the cap. This chamfer meets the 
oil groove in the bearing and drains 
the bearing excessively. At medium 
speed this has practically no effect on 
the engine. At high speed the oil pres- 
sure goes up, the oil flows in liberal 
quantities and is thrown from the 
rapidly revolving crankshaft onto the 
cylinder walls. As an excess is thrown 
on the wal:s, too much passes into the 
combustion chamber and causes your 
high consumption and smoking. 


Page Sherlock Holmes 


We have a customer who is driving a 
Buick 25/21 whose car has developed a very 
peculiar condition. Evidently there is some 
Sort of vacuum or other action present in this 
car. The problem is that it pumps the 
lubricant (600W) from the differential to the 
transmission, causing a surplus of lubricant 
in the transmission. From there this lubricant 
leaks to the clutch, causing deterioration of 
the clutch facing. The differential after 100 
miles of driving will be dry and yet shows 
no leakage at the wheels or at any connec- 
tion and the transmission will be overflowing. 
We have had dozens of cases of transmis- 
Sions leaking to the differential and to the 





clutch but have never heard of one forcing the 
grease from the differential to the transmis- 
sion. We will thank you for anything you 
might suggest.—-Harold Mathwig, John Math- 
wig & Sons, Oshkosh, Wis. 
RANKLY, we do not know the ex- 
planation of what will cause heavy 
oil to flow up-hill. That is what is 
evidently happening in your car. We 
have even taken the matter up with 
local Buick service men who have never 
seen nor heard anything like this. We 
will be grateful to any Motor AGE 
readers who can explain the cause of 
the suction and give the method of 
curing the troubie. Relief may be had 
by drilling a %-in. hole in the top of 
the driveshaft tube. This wiil break 
the suction. 





Third Brush Regulation on 
Generator 


Explain the third brush regulation on a 
generator. I understand other regulating sys- 
tems such as resistance and bucking field. 


E are showing two illustrations, 

one of which indicates a gener- 
ator with a field winding connected 
from one main brush to the other. The 
other illustration shows a third brush 
generator with the field winding con- 
nected from a main brush to a third 
brush which is in between the two main 
brushes. 

In a generator, magnetism normally 
goes from one of the poles which we 
call a north pole over to the other pole 
which we call a south pole. When cur- 
rent flows in the armature, however, it 
gives the armature a magnetizing 
effect which tends to twist or distort 
the main magnetic field. This is shown 














Field connected to main brushes 


in both illustrations by the lines of troub-e. 


force being more dense at the lower 
corner of the north pole. 

In the machine where the field is con- 
nected to the main brushes this has no 
appreciable effect on the voltage ap- 
plied to the shunt field. In the third- 
brush machine, however, you can see 
that the magnetism has been shifted so 
that the commutator bars across which 
the field winding is connected have but 
little voltage between them. We have 
thereby developed an automatic means 
whereby the current as it increases 
automatically weakens the magnetic 
field by shifting the magnetism away 
from those commutator bars which are 
feeding current to this field. 
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Field connected to main end « third brus: 


Check Fan Pulley 


I am writing you in regard to a knock 
in a Star Six. It is loudest when speed is 
around 30 m.p.h. and also when standing still 
with the engine running at fairly high speed. 
It seems to be at the front end and sounds 
very much like a valve tappet or a _ loose 
timing chain, but we know that it is not 
caused by these parts. We put in new piston 
rings and pins, also put in new bearings 
in the generator and tightened the main 
bearings and rods and also checked up on 
the oil pump valve. The camshaft bearings 
are ©.K.—Boch’ Brothers, Broad _ Street, 
Bremen, Ohio. 


OU have pretty well exhausted all 

the possibilities. However, there is 
one other thing that we would not be 
surprised to find is causing your 
trouble. The crankshaft pulley is mere- 
ly keyed on the shaft. It is a light 
pressed fit and it is possible that this 
has come loose. In order to be abso- 
lutely certain, you would do well to re- 
move the pulley and operate the car 
in that condition. Obviously, the ab- 
sence of the noise would indicate that 
the pulley was responsible for the 





































































































Speeding Up a Chevrolet 


I have a 1927 Chevrolet roadster which 
does not seem to be as fast as it should. I 
would like to know what you consider the 
top speed for this car. It does 50 easily 
enough but it seems impossible to get it 
over that. Also it does not seem to have 
the power on the hills that it should. It 
never has been faster. The speedometer has 
been checked. The engine has been thorough- 
ly overhauled and Lynite rods and the new 
type Chevrolet pistons installed. It was 
carefully broken in and has gone 7000 miles 
since then. The valves were ground again 
just last week. This car being an early 1927 
has the small valves and full manual spark 
control. Do you think a later head with 
larger valves and the automatic advance 
would help? Would you advise any change 
in the valve or ignition timing? Perhaps 
I am expecting too much but I want to get 
all there is in it out of it. I will be grate- 
ful for any suggestions you can give to im- 
prove the performance in any way.—H. G. 
Higgins, 16 Gardiner Park, Rochester, N. Y. 


E believe that with a little ex- 

perimenting with the spark at 
high speed will probably give you a 
little faster operation. We doubt if you 
will be able to do over 60 miles an hour 
with it at the best but believe you will 
be able to get close to 60 by advancing 
the spark slightly. However, this is 
likely to result in a little rough action 
at low speed. We would not advise 
changing the valve timing. There is 
no doubt that the later head with larger 
valves would. give you a little more 
speed but we doubt if the result would 
be worth the expense. 


The Starter Won't Start 


I have a Model A Ford that came to 
my shop with starter trouble. When you 
step on the starter switch the gear seems 
to go in against the flywheel and then ap- 
pears to bounce back and then just buzz. 
It will do this one to three times when 
you go to start. This starter has never 
been worked on and if you have any sug- 
gestions you can give me I'll appreciate it. 
—Crist Garage, Monroe, Indiana. 


HE action of the Ford starter gear 

is practically the same as the ac- 
tion of a Bendix drive. That is, the 
starter pinion is engaged with the fly- 
wheel ring gear by inertia. The inertia 
of the pinion permits the pin on the 
shaft to turn and as the pinion delays 
revolving for an instant, this pin act- 
ing against a spiral slot forces the 
pinion into mesh with the ring gear. 
You will appreciate that if the pinion 
is inclined to stick on the starter shaft 
that it will revolve with the starter 
and will not slide into mesh. Likewise, 
if the pinion or flywheel teeth are bat- 
tered, the pinion may attempt to mesh 
but will probably bounce out of mesh 
and revolve with the starter shaft, giv- 
ing you the action of which you com- 
plain. Nothing but a visual inspection 
of the parts can determine the trouble. 


{[READERS’ 





Before going into this to this extent 
it would be worth your while to check 
up on the starter switch to be sure it 
is making good contact. A faltering 
contact would result in a poor start of 
the shaft and as a consequence the 
pinion would probably revolve with the 


shaft instead of flying into mesh as it 
should. 


Pressure a Little Low 


I would like to know if 20 Ib. oil pressure 
is enough for a Chrysler 62. That is all it 
shows at any speed. Bearings fit nicely and 
there is no unusual sound of any kind in the 
engine. I would just like to know if this 
pressure is sufficient.—E. M. Peek, P. O. 
Box 185, Trilby, Fla. 


F the pressure referred to were ob- 
tained when your engine was hot and 
you were traveling at 30 to 35 m.p.h. 
it would be sufficient. However, a 
pressure of 35 lb. should register at 
a speed of approximately 45 m.p.h. in 


order to be sure of adequate lubrica- 
tion. 








SHOP KINKS 
Teas that have proved useful 


‘Te make a welding flux 
can non-spillable, I cut 
a 1 in. hole in the center of 
the lid and then bend the 
edges down slightly. This 
works somewhat on the 
principle of the non-spill- 
able ink well. This con- 
struction enables one to in- 
sert the hot welding rod and 
pick up the flux but at 
the same time reduces the 
chance of spilling and helps 
to keep dirt out of the flux. 
—D. Sanderson, 419 Santa 
Clara St., Vallejo, Cal. 
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Readers of Motor AGE are invited 
to submit ideas that they have found 
useful in doing some particular service 
job in the shop in a better or quicker 
way. For each one published $2.00 
will be paid. Whenever possible the 
idea should be accompanied by a sketch 
or diagram from which a drawing can 
be made. 
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Don’t Use Heavier Vaive 
Springs 

Am driving a Chrysler ‘70’ roadster made 
in 1926. I am going to put in new pins, 
rings, clean carbon, grind valves and tune 
the engine up. While doing this, I want to 
put more snap and speed into it by replacing 
the vaive springs; the car is now equipped 
with 75-pound springs and I intend to put in 
90-pound valve springs. I was told by an 
owner of an “80” that this would give 
much better performance. Would this be a 
good thing to do? Would you advise me to 
try itP Will it hurt the valves or the cam- 
shaft, this being a four-bearing shaft with 
just plain steel bearings? I do not care to 
do this replacing unless it will accomplish 
my purpose without injury to the engine.— 
B. J. Kempa, Miiwaukee Water Works, Divi- 
sion of Collections, City Hall, Milwaukee, 
Wis. 


FE would not advise the installa- 

tion. The load on the camshaft 
bearings would be excessive and in all 
probability would result in serious 
trouble. Incidentally, we do not be- 
lieve that in this particular car you 
would find greatly improved operation 
as a result of the installation. What 
we wou.d recommend would be the Red 
Head high compression cylinder head. 
In connection with this, you would also 
do well to install the regular “72” 
muffler and by-pass. The higher com- 
pression head wil! give you approxi- 
mately 12 per cent better acceleration 
and power and the by-pass will give 
you in the neighborhood of four miles 
an hour higher speed when wide open. 


Nothing Wrong 


We have a Pontiac about two months old 
that has run just 1400 miles and is using too 
much oil. We have been using a very well- 
known oil of the proper grade but still this 
car will consume one quart every hundred 
miles. There is no leak that we can detect, 
neither do the plugs foul up. This car was 
broken in very carefully. Can you tell us 
what might be the cause and remedy for 
this trouble?—George L. Hofman, Hofman 
Brothers, Marion, Wis. 


HE factory does not anticipate 
; over 105 miles per quart of oil. 
This consumption is caused partly by 
the crankcase ventilating system. If 
you wish to reduce the ventilating effect 
and consequently improve your oil 
mileage, you can loosen the lock nut 
and set screw on the filler pipe and 
turn the filler pipe about one-quarter 
of a turn so that the air from the fan 
does not blow into it so violently. We 
would not advise turning it farther for 
the ventilating system is valuable in 
that is carries off gasoline and other 
vapors and thus reduces the amount of 
crankcase dilution and water accumu- 
lation. This feature is particularly im- 
portant in cold weather. | 
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Generator Field Testing 


Advise how to test starter and generator 
fields for open, short and ground. 


ETHODS of testing generator 

fields are illustrated. These 
sketches apply to generator field wind- 
ings better than to starter field wind- 
ings. 

At the left-hand sketch in the illus- 
tration a four-pole generator field is 
shown, showing a battery connected 
through an ammeter so that the field 
current can be measured. If on this 
test no current was obtained through 
the ammeter and it was known that the 
battery connections were O. K., it would 
indicate that the field winding was 
open. Under these circumstances the 
test shown in the middle sketch could 
then be made, where the battery cur- 
rent to one field coil only is measured. 

In this manner tests could be made 
across each of the four different coils 


{READERS’ 


short-circuit would allow a defective 
coil to draw more current. 

In the sketch at the left another test 
is shown for shorted coils. Here the 
voltmeter is used connected across one 
coil at a time while the battery current 
through the ammeter is flowing. With 
a 6-volt battery and four coils all alike, 
the voltmeter reading would be 1.5 at 
each coil. A reading much below this 
at any one coil would show a short- 
circuit. In practice, however, all four 
coils may be good and yet there will be 
a slight variation, such as from 1.4 to 
1.6 volts. Grounds may be detected as 
shown at the right, where the 110-volt 
test lamp and test points are used. If 
the lamp lights up it shows that there 
is a ground. 7 

In making this test, however, the 
battery shown in the right-hand sketch 
should not be connected. After a 
ground is located with the 110-volt test 
the battery can be connected instead 
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Knight Timing 
What is the ignition timing, both in de- 
grees and piston travel on the 56, 70-A, 66-A, 
96 and 98 Willys-Knight cars?—L. Vilatts, 
Salem, Ore. 


HIS information is not given out 

by the factory and therefore, is 
not available here. The proper way 
of timing these cars is by means of the 
flywheel marks, which will give you the 
correct timing for both valves and ig- 
nition. 





Chrysler 72 Timing 


What would the timing be on the Chrysler 
72? It uses a 3-point ignition cam.—Vernon 


Modine, 103 Horne St., St. Charles, Ill. 


N both the models 70 and 72 that 
use the Red Head engines the 
spark should be set to occur at .002 in. 
of piston travel before top dead center. 
With the regular engine this should oc- 
cur at .087 in. of piston travel before 





VOLTMETER 
Sm 














AMMETER 








TO 
BATTERY 





110 VOLT LAMP TO 





SF 


el 











AMMETE 














TO 
BATTERY 


Testing Generator and Starter Fields 
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and if an open developed in any one it 
would be indicated by failure to get a 
current indication on the ammeter. If 
the field windings should be O. K. the 
ammeter reading at the center test 
would be four times the ammeter read- 
ing as indicated at the left. 

In the center test, getting the same 
reading on all four coils would show 
that none of them were shorted, for a 


of this 110-volt test. This is especially 
useful with a starting motor, for the 
heavy current from the battery will 
cause a curl of smoke to come up from 
the defective coil. The two tests at the 
center and left should not be made on 
a starting motor if an ammeter is used, 
as the meter would be burned out. Even 
without a meter, a very heavy current 
will be drawn and the test is inadvisable. 





top dead center. This must be very 
accurately measured with a dial gage 
fitted into the % in. iron pipe plug hole 
which is over No. 6 piston. Chrysler 
service stations are supplied with the 
gage that is so necessary to assure 
accuracy in performing this kind of 
precision timing. 


(Turn to page 42, please) 
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Sander and Polisher 

HE polishing or rubbing down of 

refinished surfaces, the dressing of 
repaired fenders and parts of bodies, and 
the sanding of floors, are among the 
operations that ‘are handled by the 
Nedco sanding and polishing machine. 
This machine is equipped with a % hp. 





motor which operates from any elec- 
tric light socket. The spindle speed 
is from 1700 to 2200 r.p.m., depending 
on the load. This equipment uses any 
standard 9%. in. disk. The attach- 
ments, which can be furnished, include 
rubbing felts, polishing felts, lambs- 
wool pads, 6-in. wire brush and %4-in. 
drill chucks. This product sells for 
$85, and is made by the C. Warren Mfg. 
Co., Natick, Mass. 


Tire Pop-Valve 


-W.HE Tire Pop-Valve Co. of Pon- 

tiac, Mich., have introduced a new 
invention to make it simple and easy 
to get exactly the proper air pressure 
in tires while inflating them. They 
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are designed to be sold in sets of four 
and screw on to the valve stems with- 


out disturbing the core-valve, and are 
left on the tire until the tires are worn 
out. When the tire needs inflating, 
the air hose is applied as usual, and 
when the designated pressure is reach- 


‘ed in the tire, the Pop-Valve “signals,” 


after which no more air can pass into 
the tire, thus making it easy to ac- 
curately inflate tires either in day- 
light or darkness. 


Toolcrib 


HE Lyon Toolcrib 626-D as shown 

in the illustration affords conve- 
nient storage and adequate protection 
for special tools, micrometers and spe- 
cial precision instruments which are 
necessary in the servicing of automo- 
biles. The tools are in plain view, in- 
stantly accessible, yet protected by dou- 
ble steel doors, equipped with a lock. 
This Toolcrib measures 7 by 3 by 1 ft., 
and contains 13 shelves adjustable on 
1% in. centers. It has 100 compart- 
ments in a!l with four shelves of slop- 
ing type for drills, taps and reamers 








(each shelf having half-height divid- 
ers) and one shelf is provided with six 
steel boxes with three adjustable di- 
viders to each box for storing small 
parts. Each shelf and box is fitted 
with a label holder, and labels may be 
easily removed when different storage 
arrangement is desired. The shipping 
weight is approximately 313 lb. The 
price complete, set up, crated, f.o.b., 
Aurora, Ill., is $47. The Toolcrib with- 
out doors, may be had for $30. This is 
a product of the Lyon Metal Products, 
Inc., Aurora, IIl. 


Wireless Lighter 

HE new Casco No. 600 Wireless 

Lighter has a _ patented switch 
which automatically breaks the circuit 
when the lighter head is removed for 
use, thus preventing contacts exposed 
to short circuits. The head is so con- 
structed that there are no exposed hot 
parts which might cause burned fin- 
gers. A slight pressure is sufficent to 





close the circuit, causing the coil to 
glow red in an instant. When remov- 
ed, the lighting element retains its 
heat long enough to provide lights for 
several people. The new Casco can be 
attached in a moment to either wood 
or metal instrument panels and there 
are no holes to be bored. It is finished 
in mottled Bakelite and bright nickel 
silver. The price is $2.50, and it is made 
by Casco Products Corp., Bridgeport, 
Conn. 





Pressure 

Gage 

HE Powell 

Muffler Gage 
was developed to 
eliminate the loss 
of time in tracing 
back pressure or 
other muffler diffi- 
culties. The cast- 
iron and steel 
stand is about 64 
inches high and 
red rubber tubing 
tapped into the ex- 
haust pipe just 
ahead of the muf- 
fler registers en- 
gine pressure on 
the gage. A chart 
is furnished giving 
the normal pressure 
of every engine. It 
is made by Powell 
Muffler Company, 
Utica, N. Y., mak- 
ers of Powell 
mufflers. 
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Useful Shop Equipment 
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Ammco Model X Rigid 
Cylinder Grinder 


HE Automotive Maintenance Ma- 

chinery Company, 816 W. Wash- 
ington Boulevard, Chicago, are now 
offering the Ammco Rigid Cylinder 
Grinder in two models. 
Model N is the designa- 
tion used for the Ammco 
Rigid Cylinder Grinder 
which has been on the 
market for some time, 
and which has the screw- 
driver adjustment of the 
stone setting. . 

The new Model X 
Ammeo Rigid Cylinder 
Grinder is identical to 
the Model N Tool, ex- 
cept that it is provided 
with an external dial 
adjustment and is fur- 
nished at a. slightly 
higher price. <A _ novel 
feature of the Model X 
Tool is the mounting of 
the dial adjustment at 
the top of the grinder shank where it 
can be adjusted without interfering 
with cylinder head studs. It also en- 
ables the mechanic to adjust the stone 
setting when the grinder is at the bot- 
tom of the bore. 

The Model X Grinder is particularly 
adapted for use with grinder stands, 
because it is unnecessary to disconnect 
the shank to adjust the stone settirg, 
thus making the combination a semi- 
production unit of maximum operating 
speed and convenience. 








Reamer Pilot 
HE Scully Steel & Iron Co. of 
Chicago are offering an extension 
for use with the Scully JMC Expan- 
This is known as the 


sion Reamer. 





JMC King Bolt Pilot. 


| . It converts the 
Piston Pin Type reamer into a Steering 


Knuckle Type. In many cases, the 
JMC Reamer can be used for reaming 
the dushings in water pumps, trans- 
Mission gears and other places where 


the distance between the two bushings 
IS Considerable. 


One size King Bolt Pilot will fit sev- 
eral sizes of JMC Reamers, in fact only 
four sizes are required to fit all sizes 
of JMC Reamers from % in. to 1 in. 

The regular taper pilot bushings, as 
used with the Piston Pin Type, are 
used with the King Bolt Pilot to center 
the reamer and to insure reaming holes 
in line. 

On account of the large range of ex- 
pansion (.057 in.), only a few sizes of 
JMC Reamers are needed for prac- 
tically all reaming jobs. 


Universal Wheel Pullers 


MPLOYING the use of contract- 

ing rings, made in sizes to fit the 
hubs of all makes of cars and trucks, 
threaded on the wheel hub and securely 
clamped, the Kent-Moore Universal 
Wheel Puller Set offers a good method 
of pulling the wheel. This pulling op- 
eration will not mar or damage the 
threads of the hub or the axle. 





r 


(| 





Q 











The unit consists of a main puller 
with a heavy-headed 1% in. screw, 
three sturdy alloy steel fingers, and 
contracting rings in the desired sizes. 

After the ring is threaded on the 
wheel hub and clamped, the puller fin- 
gers are engaged in recesses in the 
ring as shown, the screw is drawn up 
tightly, which is generally sufficient 
to pull the wheel. In exceptional cases 
the head of the screw may be struck 
with a sledge hammer without fear of 
injury to parts or tool. The fact that 
the fingers are hinged and behind the 
ring when a blow is struck causes them 
to spring slightly and thus absorb the 
shock. Though this action is very 
slight it is adequate to produce the 
desired effect. 

This set of Wheel Pullers is. manu- 
factured by the Kent-Moore Organiza- 
tion of Detroit and Kalamazoo. 


Screw Driver 
HE Fleming Machine Co. of Wor- 
cester, Mass., known for their line 
of precision tools for automotive me- 
chanics, has 
made a unique 
screw driver. 

The blade 
and shank are | 
apiece of ham- 
mer-forged ee 
chrome vana- 
dium steel, heat 
treated and 
tempered. You 
can’t perma- . 
nently bend the 
shank, nor 
break it, and — 
you can’t loos- | 
en its firm an- 
chorage in the handle, is the claim of 
the maker. 

The handle is of compressed fibre—a 
perfect insulator. It is a smart looking 
black handle with rings of red and 
green with a grip that resists slipping 
in oily hands. 

There are four standard sizes; three 
ignition type sizes up to % in. by 12 
in., and three square shank sizes, the 
largest % in. by 10 in. 











Valve Port Cutters 

HITNEY cutters are designed 

for narrowing valve seats that 
have been gradually widened by re- 
peated valve reseating. 

The valve reseating cutter is used 
first and is operated by a spindle hav- 
ing a stem diameter corresponding with 
that of the valve or slightly oversize 





to guide the cutter accurately. The 
two Valve Port Cutters, 15 deg. and 
85 deg., operated by the same spindle 
are next used, the former cutting the 
top of the seat while the latter cuts 
at the base. Alternate use of these 
two cutters produces a seat of any 
desired width. 

All “Whitney” Cutters are made 
of crucible tool steel by The R. S. 
Whitney Mfg. Co., 150 Turner St., 
Auburn, Me. 
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Synchronizing Straight § 
Breaker 


I would like to know how to set the con- 
tact points on a Lycoming straight eight. 
This has a Remy ignition system. We have 
the gage for synchronizing these points but 
do not know how to use it.—Ralph Ward, 
120914 Kansas Ave., Great Bend, Kansas. 


HE following instructions cover the 

synchronizing of the breaker arm 
on the &-cylinder distributors with four 
lobe cams regardless of what engine 
they may be used on. You will find 
that one set of contact points is sta- 
tionary and the other set is movable. 
The stationary set is adjusted first and 
synchronizing is completed by adjust- 
ments to the movable set of points. To 
set contact opening of arm A, turn 
distributor shaft in its direction of ro- 
tation until rubbing block of breaker 
arm A is on lobe of cam. Loosen screw 
B and turn screw C to get contact 
opening, which is .018 in. to .024 in. 
and preferably .022 in. Tighten screw 
B. Again turn the shaft till rubbing 
block of breaker arm D is on lobe of 
cam. Loosen screw E, turn screw F 
till points open between .018 in. and 
.024 in. and preferably .002 in. Tighten 
screw E. Put synchronizing tool over 
cam, locking it with the slide pushed 
through, showing the arrow that points 
in the direction the shaft rotates as 
viewed from the top. If rotation is 
clockwise viewed from top, turn shaft 
in this direction till breaker arm A 
breaks contact. Note marking on M 
side of synchronizing tool that is in 
line with point X, which is the edge 
of the slot in the distributor base‘ rim. 
Continue to turn shaft till the same 
markings on N side of tool is in line 
with point X. Loosen screws G and H 
and turn screw I till arm D breaks 
contact. Check this by rotating shaft 
again. Tighten screws G and H. Also 
check contact opening of breaker arm 
D and if it was set before at .022 in., 





(Continued from page 39) 


Motor Age 


H O U S E 





it should still be within the limits. If 
outside of these limits, reset the point 
opening and synchronize arms again. 
Do not make any adjustments to arm 
A, but confine the adjustments to arm 
D to complete the synchronizing. For 
distributors having opposite ‘rotation, 
proceed as above except rotation, and 
align with the N side of the synchro- 
nizing tool first and the M side last. 
The graduations on the tool represent 
engine degrees and the breaker arm 
must not be out of synchronism more 
than two engine degrees. The eye can- 
not detect the moment the points open 
and to get an accurate synchronizing 
adjustment, connect the ammeter in 
the ignition circuit at the distributor 
terminal. If on the car, make sure the 
ignition switch is “On.” The instant 
the ammeter needle drops back to zero, 
the points open. Another way of check- 
ing the instant at which the points 
open is to place a 6-volt trouble light 
in series with the primary leads of the 
ignition coil. Obviously the points are 
open the instant the light goes out. 


Clutch Noise | 


I have a model “A” Ford Tudor, run 
1600 miles, and from the day I received it, 
it had a peculiar noise with the engine run- 
ning. This noise was there whether the car 
was in gear or not. -It sounds as though it 
were in the clutch. When the clutch is de- 
pressed just about one inch on the _ pedal, 
the noise stops, although at that point 
the transmission gears are still rotating. 
When the clutch and _ transmission 
gears are and you shut off the 
ignition switch, the engine stops with a 
rubbing sound. When you _ shut off the 
ignition with the clutch depressed about 
one inch on the pedal, the engine stops 
quietly. The noise has neither increased 
nor decreased since I got the car and as 
I mentioned before, I have run it 1600 
miles. What do you suppose can be caus- 
ing this and what can we do to correct 
itP—Mt. Penn Garage, Rear 21-29 North 
Twenty-third Street, Mt. Penn, Reading, Pa. 


engine, 
moving 





Synchronizing 
Tool 


Part No. 


820738 


HERE is no doubt that the noise 

is caused by the driving clutch 
plates moving on their splines in the 
clutch driving ring. This may be caused 
by slight misalignment between the 
clutch and transmission assembly and 
the engine. You may be able to fit 
shims around the clutch housing in 
back of the cylinder block to line this 
member up. Another cure, easier to 
apply but not so permanent, is to lubri- 
cate the clutch splines or tooth-like 
members that carry the clutch plate 
with a mixture of one part of light oil 
and four parts kerosene. This mixture 
should be applied very sparingly as 
this lubricant on the clutch pilates 
would be injurious to them. 


Timing a Chevrolet 


I would greatly appreciate your advice once 
more on some work on my 1927 AA series 
Chevrolet. What is the correct valve timing 
on this car and will you tell me the best 
way to check it? I am replacing the cam- 
shaft timing gear and find the marked tooth 
on the new gear one tooth earlier than that 
of the old one. I have set No. 1 piston 
on top dead center and have the exhaust 
valve just closing and the intake about to 
open but I find it necessary to advance my 
camshaft gear two teeth from the manufac- 
turer’s setting to get this result. Is_ this 
correct? Will you please tell me a practical 
way to set this gear and give directions in 
inches of flywheel travel rather than in de- 
grees. I find a marking on the flywheel of top 
dead center 1 and 4 but cannot find the mark 
on the case to correspond. Where is _ it 
located?—Frank M. Gorsuch, Jr., 1215 W. 
Allegheny Ave., Philadelphia, Penna. 


T is true that the punching on the 

timing gear has been changed 
slightly on the new gears, but if you 
are replacing both they will line up 
all right and if you are replacing only 
one, you would do well to line the new 
gear up on the old one and punch it 
for yourself. The reason your teeth are 
so far out is because you are setting 
the timing incorrectly. The intake 
should just be opening and the ex- 
haust valve just closing when you are 
4.9 flywheel teeth past top dead center. 
You will find this easier to check than 
if we gave you the information in 
inches or degrees. At this point, mesh 
your gears. If the mounting is prop- 
erly reproduced on the new gears, 
you will find that the punch mark on 
the old crankshaft gear will line up 
with the punch mark on the new cam- 
shaft gear. The timing hole is located 
on the right front side of the flywheel 
housing. You should be able to see this 
by looking back on the right side of the 
hood. 
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Prices, Weights and Equipment of CurrentPassenger Car Models 





























































































































































































































Passengers * Passengers : = Passengers ; > 
a £| "%| Standard an a : = <i Standard and S s 3 Standard 
e . . e = 
Medel é 5 =| Equipment us a 3 2 =| Equipment Medel mi |S |e | Equipment 
CADILLAC“341” CUNNINGHAM “65” | 
‘“‘Fisher” “¥.7” 2p. Coupe 795). .}Z39E] vu 
2p. Roadster... . 2|4690|aeghImnprx || 4p. Sp. Touring../$6500) 4)4500)/Ceghjkimnp jj 2p. sedan. ..... Usk 238; | v0 
; 4p. Phaeton. .. 4)4725|aeghilmnprx rsx dp Rreugham. 89: 42°} 0 
4p Sp. Phaeton.. 4|....|Beghiklmnp |} 7p. Touring.....| 7000} 4/4600 ~~ gmaaed “65” 
. rsx 5p. Touring.....| 795} 4/2385jaghmn 
Important changes In 7p. Touring... .. 4/4760|aeghlmnprx |} 4p. Coupe...... 8000} 2|4700 Ceghiklmap 2-4p. Sp Rdster | 1025] 2]236 |Beghkmn 
° ° ° 2-4p. Coupe... .. 2/4930]aeghlmnprx 2-4p. Collap. Cab.|$1045} 2/2525jaghmn 
Specifications and Price 2-4p.Conv.Coup. 2/4835]aeghlmnprx |] 6p. Limousine.. .| 8500} 4/5000 Ceghikimnp 2-4p. Coupe.....} 975} 2/2425jaghmn 
° ° a 5p. Coupe...... 2/49 10jaeghlmnprtx 5p. Sedan....... 975} 2|2600jaghmn 
Tables since last issue: |} 5p. Sedan. || 415040|aeghlmnprtx 5p. Sedan....... 1075] 4|2675{aghmn 
5p. Town Sedan. 415030]aeghilmnprux|| DAVIS ‘‘99” 5p. Brougham.. .| 1175] 4/2695)Beghkmn 
7p. Sedan....... 415140jaeghlmnprtx |} 4p. Polo Rdste 151705 2}3295|aeghmnr “"F" 
7p. Imp. Sedan. . 4}5180jaeghimnprtx |} 5p. Touring.. 1795} 4/3325/aeghiranrs 5p. Sedan...... 1385} 4/3130jaghmn 
Fleetwood” 4p. Coupe. ..... 1865} 2/3345/aeghmnr 5p. Brougham... 1550} 4/3180|Bezhkmn 
5p. Sedan. . 4]... .Jaeghlmnprtx |} 5p. Emp. Sedan.}| 1885] 4|3475jaeghmnort 
f O AKL AND 5p. Sedan Cab 4)... .Jaeghlmnprtx 
‘ 7p. ae a 4|... .Jaeghlmnprtx 
‘ 7p. Sedan Cab 4|... .Jaeghlmnprtx |} DE SOTO 
3 ‘ ” 5p. Imperial... . 4]... .Jaeghlmnprtx |] 2-4p. Roadster .| $845) 212635ighnw ELCAR 
| 1929 Specifications 5p. Imperial Cab 4|.-. Jaeghimnprtx |] 5p. Phaeton... .} 845] 4|2445]ghn “6-70” 
| ' 7p. ae. he 4)... .Jaeghlmnprtx ty ag, oo a 7 oe “4 4p. Rantater. a= oo 2/2580 <= 
: 5p. Club Cab’t. . so p. Bus. Cupe... ghn 7p. Touring. .. - +]... .Janor 
. and Body Models 5p. Phaeton Sed. |. 5p. Sedan...... 845) 2/2580|ghn 5p. Brougham...| 1295} 2/2670jahor 
. 5p. Im. Pha. Sed. 5p. Sedan...... 885} 412640ighn =—s—==_—sésdt), Sp. edasn....... 1295} 4/2750jahor 
, .TownCabCon. 4)... .Jaeghlmnprtx “8-78” Std. 
. .TownCabCon. 4)... .Jaeghimnprtx 2-4p. Roadster 1395} 2)....jahnr 
] .. LimBro’mCon. 4]... .Jaeghlmnprtx |; DIANA “St. 8” 5p. Touring.. 1395}. .].... ahnr 
5p. Phaeton... . .|/$1695] 4/3100/agmn 2-4p. Coupe 1395} 2}... .Jahnr 
5p. Roy. Rdster.| 1795} 2|2995jagmnw 5p. Sedan... .... 1395} 4]... .jahnr 
CHANDLER 5p. P.B. Rdster..} 1895] 2}2995|Bgmnw «8-78 —* . 

“65” 5p. Cab. Rdster.| 1995] 2/3160jaghmn 4p. Roadster. . 1495 . }jaeghmnor 
5p. Touring 4|....Jahmn 5p. Collap. Rdstr.| 2195} 2/3160jaghmnr 5p. Touring... ...) 1495 ...Jaeghmnor 
5p. Sportster 2}. .jabmn 5p. 2d. Sedan. ..}| 1795} 2/3170jaghimno 4p. Coupe...... 1495 ...Jaeghmnor 
3p. Coupe...... 2}....Jahmn 5p. 4d. Sedan. ..| 2095] 4/3275jaghmnot 5p. Sedan....... 1495 ...Jaeghmnor 

eee | 5p. Sedan....... 4)....Jabmn **8-82” , 
- —— || 2-4p. Coupe 2|....labmn 5-7p. Touring. ..}| 1695). .]... ./aeghnor 
* 5p. DeL. Sedan 4)... .Jahmnu DODGE BROS. 2-4p. Roadster. .| 1695] 2]... ./aeghmnor 
) Passengers Sele = Standard 2-4p. Cabriolet. . 2]..../ahmn “*Std. 6” p. Coupe...... 1695} 2]... .jaeghmnor 
Model o-2 3 s'8 Equis an , “Royal 75” 2-4p. Conv’t Cab.| $945] 2/2570/Bghr 5p. Std. Sedan 1695} 4/3490jaeghmnor 
bie Cae ze — Sp. Sedan, 2d... 2i.. 2p. Coupe...... 875} 2/2490jaghr 5p. Prin. Sedan..}| 1895} 4]... ./aeghmnoprux 
2-4p. ee. pales >» OGM. . .. + 895} 4/2710jaghr “8-91” 
5p. Sedan, 4d 4}... 5p. Sedan DeL 970| 4}2780jaeghr 2-4p. Roadster. .} 1995]... .. .jaeghmnoprx 
AUBURN 5p. Del. Sedan. 4).. 5p. Sp. Sed. DeL.| 1045] 4]... .|Beghjkr 4p. Coupe. ..... 2295]. .|... .jaeghmnoprux 
| 76 “Big Six” ‘Victory 6” 5p. Prin. | Bro’m..| 2295) 4]... .{aeghmnoprux 
2-4p. Roadster. . det 3}2980|aeghmnrw 7p. yf onl mm 413360\ahjlmnw 5p. Touring.....| 995] 4/2775jaghmaor 5p. Prin. Sedan..| 2295} 4]... .jaeghmnoprux 
5p. Touring. . 1195) 4 3070 aeghmnrw 5p. Met. Sedan.. 413800/ahmnt 5p. Sp. Touring..| 1245] 4}... .|/Beghjkmnr **120” 
4p. Cabriolet....] 1395] 2]3125 aeghmnru 4p. Coupe...... 2/3535|ahmnot 4p. Sp. Roadster] 1245} 2|..../Beghjkmnr |] 5-7p. Touring.. .} 2465] 4]... ./beghnprx 
bp. Sp. Sedan...| 1295] 413300 aeghimnru 3p. Ctry. Club. . 213535|ahmnot 2p. Coupe. ..... 1045] 2]2650l\aghmnr 5p. Std. Sedan. .| 2465} 4)... ./aeghmnoprtx 
5p. Sedan....... 1395] 4)3300|aeghjmnru 5p. Royal Sedan. 4|3800|ahmnoptx 4p. Coupe DeL..{ 1170} 2/2850 Beghjranrt 7p. Std. Sedan. .| 2565} 4/... .|aeghmnoprtx 
5p. Victoria. oe et L000) 4... 2-4p. Cabriolet. . 2/3450/ahmnp 5p. a 1095) 4/2855laghmor 
88 7p. Sedan... .... 4}3895|ahmnoptx 4p. Brougham 1095} 2}2750jaghjmar 
3 2-4p. Roadster. .| 1495) 3)/3265jaeghmarw 7p. Berline Sed. 4]3945]ahmnoptx 4p. DeL. Bro’m.} 1170} 2/2850)Beghjmnort 
: 2p. oe... 1695} 2/3245|aeghmorw “Royal 85” 5p. DeL. Sedan..| 1170} 4/2955|aeghmnrt ERSKINE SIX 
5p. Touring.. 1495] 4/3380)aeghmnrw 7p. Touring. .. 4|3655lahjlmnpwx 5p. Sp. Sedan...]| 1295} 413150|Beghjkmnrt —— 
, 4p. Cabriolet. . 1695] 2/3410)aeghmnru 4p. Coupe. ..... 213640] ahmnoptx **Senior” 5p. Touring.....| $835} 4]... .jaghnr 
5p. Phaeton Sed..| 1895] 413600 aeghmnr 4p. Ctry. Club. . 2|3640|ahmnopx 5p. Vic. Bro’m 1575} 2]... .jagmnp 5p. Club Sedan..} 860} 2]... .Jaghnr 
5p. Sp. Sedan 1595] 4/3590jaeghimaru 5p. Sedan... .... 4|3900/ahmnoptx 5p. Sedan. . 1675] 4}... .lagmnp 2p. Cabriolet. . 875} 2)... .laghne 
bp. Sedan. ..... 1695] 4/3590|aeghjmnru 7p. Sedan....... 413950|ahmnoptx 2-4p. Coupe 1675]. .]... .Jagmnp ‘Bp. Sedan. . 945] 4/2600jaghor 
op. Victoria. . > 060UDl 3-5p. Cabriolet. . 2}3600|ahmnpx 5p. Sport Sed... .}| 1795} 4]... ./Bgjkmnp Z Royal Cab..} 995} 2]... Bghjor 
115 5p. DeL. Sedan.. 4|4005|Bhilmnoptx |} 2-4p. Sp. Coupe.| 1795} 2]... .]/Bgjkmnp 5p. Royal Sedan.| 1045] 4]/2600|Bghjlnr 
2-4p. oe ang 1995} 3/3655|aeghmarw 7p. bi 4|4000]Bhilmnoptx jj 5p. Landau Sed..| 1845). .]..../Bgjkmnp 
2p. Speedster... .} 2195} 213590|aeghmnr 
Sp. Touring.....}..... 4)... .Jaeghmnrw 
7p. Touring.....]..... 4)... .Jaeghmorw du PONT “‘E” ESSEX 
2-4p. Cabriolet...) 2195] 2]3880|Beghjmnru |] CHEVROLET 4p. Roadster. . . .|$2800} . .|3700jafghkmnprx “Super Six” 
5p. Phaeton Sed.| 2395] 4/3990 aeghmor 2p. Roadster... .}| $495} 2/2030idr 5p. Touring... ..} 2800] 4/3850jafghikmnprx |] 5p. Phaeton.....| $750] 4/2305jahmar 
5p. Sp. 2095] 4/3995jaeghimnpru |} 5p. Touring 495] 412090! dr 4p. Coupe...... 3200]. ./3850jafghkmnprtx |} 2-4p. Roadster 850} 2}2365|ahmor 
5p. Sedan....... 2195) 413995 aeghjmnpru jj 5p. Coach...... 585} 212360idhbr 4p.Conv’tCoupe.| 3400] 2/3800jafghkmnprtx |] 2-4p. Coupe.. 775} 2}2535|ahmor 
7p. Sedan....... 2445) 4)....jaeghjmnpru |} 2p. Coupe...... 595) 2|2235idhr 5p. ee 3400]. ./4100jafghkmnprtx |} 5p. Sedan....... 795) 4|2660/ahmar 
5p. Sedan....... 6751 412435idhbru 5p. Con. Sedan..} 3750] 4/4100/Bfghikmnprtx}| 5p. Coach. ..... 735} 2)2560jahmnar 
ip. Con.§ Sp.Cab}] 695} 2/2265idhbr “— 
: 5p. Imperial. . 715] 4/2405/dbru 141” W.B. 
BUICK ” . Roadster... ./$4360}..|... .|Beghkprx 
| 116 Sp. Phaeton..| 4560]. .|.... Beghkprx FALCON- 
5p. Phaeton... ./$1225) 4]... .Jag CHRYSLER 7p. Touring.. 4560]. .|..../aeghkprx KNIGHT 
2p. Bus. Coupe. .| 1195) 2)... Jag “65” ...Conv. Coupe.| 4360]. .|... .|aeghkprx 
Sp. Sedan 2d. 1220) 2)... .Jagt 2-4p. Roadster . ./$1065] 2|2730jagnn ..Club Sedan. .| 4360}. .|... .|aeghkprx 5p. Touring.....| 995}. .|2700 
p. Sedan 4d 1320} 4]... ./agt 5p. Touring.....| 1075} 4|2776\aghn 5p. Sedan....... 4410). .}... .Jaeghkprx 4p. G.G. Rdster.| 1195}. .|/2935|Beghjkimnpr 
‘121 2p. Bus. Coupe..| 1040} 2/2780\aghn 5p. Victoria... ..| 4410}. .|... .jaeghkprx wx 
4p. Sp. Roadster} 1325 laghmn 5p. Sedan, 2d...} 1065) 2/2905\aghn 5p. Limousine... .| 4575]. .]... .'aeghkprx 5p. Sedan....... 995) 2/2800ighnr 
, 3p. Bus. Coupe..| 1395). . jaghmn 5p. Sedan, 4d 1145) 4/2960\aghn 7p. Sedan.... .. 4675). .|.... aeghkprx 2-4p. Coupe. 1045}. ./2800ighnor 
4p. Spec. Coupe.} 1450]. aghmn 2-4p. Coupe.....| 1145] 2/2875|aghn 7p. Limousine...}| 4875]..}.... a 5p. Sedan....... 1095} 4|2875ighor 
bp. C. C. n.| 1450}.. laghmnt —— . Conv. Sedan.}| 5150... wees Beghkprx 
5p. Sedan. eee: 1520} 4 aghmnt 2-4p. Roadster. .| 1555) 2|3/90|aeghmn ..Town Cab...| 5750|..|.... ae 
129 2-4p. Coupe... .]| 1535} 2|3235 ~~ 
, 5p. Phaeton. 1525) 4)....j/aghmn 5p. Royal Sedan.} 1535]. .|3340jaghmn FORD “A” 
7p. Touring... .. 1550). .|... .Jaghmn 4-5p. TownSedan} 1655) . .|3360/aghjmn 2-4p. Roadster. . 2 2066'Bgnr 
5p. Coupe...... 1865). .|... ./aghmn imp. “*80” “Four” 5p. Phaeton.. . 395) 4 2150 Bgnr 
5p. C C. Sedan. 1875). .|....jaghmnt 2-4p. ter. ./$2795| = |3870/aeghimnrwx . .Roadster $595). .|1950 ah 2p. Bus. Coupe. 495) 2 2170 Bghnr 
. 4p. Conv t. Cpe..} 1875]. .|... .Jaghmn 5p. Sedan....... 2945) 4|4/25|aeghimnprtx . Coupe... ..... 595}. .'2185 ah 5p. Tudor Sedan} 495] 2 2336 Bghar 
; 5p. Sedan 4d....] 1935) 4]... ./aghpmnt 7p. Sedan....... 3075} <|4250\aeghimnprtx || 5p. Sedan....... 595 22330, ah 24p. Spt. Coupe.| 550} 2 2223 Bghnr 
7p. Sedan...... 4]... ./aghmnot 5p. Town Sedan.| 2995) 4/4/40|aeghjlmnprtx || 5p. Sedan.. ..... 695 4 2480)ah 2p. Std. Coupe..| 550 2 2220 Bghnr 
7p. Limousine.. .| 2145) 4]... ./aghmnt 7p. Sedan Lim...| 3495) 4/4285 prtx || 2-4p. Conv. Cab.|....... 2210lahe 5p. Fordor sedan 625| 4 2386 Behor 
) 
‘ : KEY TO SYMBOLS 
] hes *—Italic figures denote shipping e—Type of wheels optional. i—Trunk and trunk rack. o—Car heater. anity set. 
] is F As D—Disk wheels witb spare. j —Trunk rack, ao trunk. p—Cigar lighter. w—Windshield wings. 
a —Wood wheels with spare. d—Disk wheels. —Spare tire. r—Rear traffic signal z—Clock. 
S « a —— a Nor sas rear bumpers. !—Spare — lock. 8 - t—Overall length. 
5 wheels spare. —Fron per. m— eat indicator. t—Vanity smo set. Prices on on 
. “el b—Wire wheels hock absorbers or snubbers. oo gasoline gage. set. a = 





C—Optional wheeis with spare. 





—Automatie windshield wiper 








































Prices, Weights and Equipment of Current Passenger Car 
















































































































































































































-—~ va =|. Passengers = Passengers : Passengers 7 
c. = g =| - Standard and S g i st Standard and - g - Standard a s 3 
odei Ce 3 ss Equipment |; Medel cists Equipment Medel ce 3 $= Equipment Model ce 
FRANKLIN HUPMOBILE LINCOLN MARMON 
“Series 12 B’ “Century 6” “<3” “68” 
119 W.B. 5p. Phaeton... .}$1429'. 2p. Spt. Rdster. .|$4600) 2/4700\aegkinprx 2-4p. Roadster . . |$1565 
3p. Conre 345(laeghkinprx 2-4p. Sportster. .| 1439. 2-4p. Club Radstr.| 4600 . .14740 aeghkinprx 5p. Sedan....... 
4-5p. Vic. Bro’m .|355@\aeghikInprx || 7p. Phaeton... .| 1459, 7p. Spt. Touring.| 4600| 4|4940\aegkinprx 4p. Vic. Coupe. . 
5p. Sedan....... . 13580 |aeghkln 5p. Sedan 1345 4p. Spt. Phaeton.} 4600; 4/4910/begjkinprwx {| 2-4p. Coupe. 
5p. Ox. Sedan. . ..13580\aeghkinprtx || 4p. Coupe. ..... 1385}. 4p. Coupe...... 4600} 2/4805laegkinprx “— 
5p. Spt. Sedan. . . .|3630\aeghikin 5p. seaan.......}| 1395 4p. Sedan....... 4800| 4/493U0}aegiklnprx 2-4p. Roadster . . 
3-5p. Con’ vt Cpe. .|35/0\aeghkinprx || 2-4p. Cabriolet. .} 1475). . 5p. Sedan... .... 4800} 4|5010laegkinprtx 2-4p. Coupe... . . 
128” W. *‘Centary 8’ 2p. Coupe...... 5000} . . /4720/aeghkinprx 4p. Vic. Coupe. . 
2-4p.Sp.Runab't. 3440\aeghkinprx || 5p. Phaeton... ..| 1905). 7p. Sedan....... 5000} 4/5050\aegkinprtx 5p. Sedan....... 
5p. Sp. Leg 3630\aeghkinprx || 2-4p. Sportster. .| 1915). . 7p. Limousine.. .| 5200] 4/5165|aegkinprtx “E-75” 
dp. Touring... 30jaeghkinprx jj 7p. Phaeton... ..| 1935). . dp. Berline.. ....| 5500). .{507Jjaeghkinprx || 2p. Speedster 
7p. Sedan....... 3790\aeghkinprtx jj 5p. Sedan, 2d 1825 7p. Limousine... .| 6000}. ./5380jaeghklnprx 4p. S ter 
7p. Ox. Sedan. . . 3790\aeghkinprtx || 4p. Coupe...... 1865). . 7p. Brougham... 6500] .|5025jaeghkinprx 5p. Phaeton... 
7p. — 3870\aeghkinprtx |} 5p. Sedan, 4d 1875 6p. Ber. Landau.| 6500). .|5vgujaeghklnprx 7p. Tour. S 
2-4p. Cabriolet. .| 1955). . 7p. Cabriolet... .}| 6600]. ./493UJaeghkinprx 2p. Coupe Rdstr. 
7p. LeBaron Cab 7000}. ./5165/aeghkinprx 5p Town Coupe. 
> Collen Cab = * te ee > vad a ae 
p. ; . 19140 nprx p. Victoria 
GARDNER _ 5p. Brougham 
“120” p. Sedan....... 
4p. Roadster. . 212995laghmnr 7p. Sedan....... 
. ‘Sedan ius oa ..|....faghmor 5p. Cus. Sedan. . 
. Cabriolet laghmnr 7p Cus. Sedan. . 
. Sport laghmnr JORDAN 7p. Cus. Limou. 
“125” “Cross C’ty 6” 
4p. Roadster 2}3040]aeghmnpr 4p. Blue Boy... .|$1495 LOCOMOBILE MOON “‘6-60” 
. .Cabriolet _.|....Jaeghmnpr 4p. Spt. Salon 1295 **8.70” 5p. Phaeton.. 
Sp. Bro’m 4d. 4]3360}aeghjmnr 2-4p. Tomboy.. .} 1395 5p. Brougham.. .}31995| 4/3525jafghmor 5p. Coach. ..... 
Sp. Sedan....... 4|3380}aeghmnpr p. Sedan....... 1395 5p. Sedan....... 1995] 413575lafghmar 5p. Roy Sedan 
. Victoria... .. ..|....fJaeghmnpr “JE” 4p. Vic. Coupe. .| 1995] 2/3600jafghmar 5p. Roy. Sedan 
a a pe Gar aS - 
p. toadster . .|3440|aeghmnprx p. erm. Coupe 4p. Spt. Touring.| 3109] 413972|beghiklmnprx|j 5p. Tour ng 
...Cabriolet. . , aeghmnprx 5p. Victoria.. 1995 4p. Coupe Vic...} 277] 2]3320jazghimnprtx || %p. Roadster 
5p. Broug 4|3750|aeghimnprx |] 5p Sedan.. 1995 4p. Coilap. Coupe} 3000] 2/3780jaeghimnprtx || 5p. Sedan, 2d 
5p. Sedan....... 413790|aeghmnprx |] 5p. Land. Bro’m] 1995 5p. Sedan... .... 2650] 413950jaeghimnprtx |] 5p. Sedan, 4d. 
= lee ..]....Jaeghmnprx 5p. Brougham 2790] 4]3990/aeghimnprtx “6-72 Std.” 
p. Sedan....... 3150] 41/4140]aeghlmnprtx |] 2p. Std.Roads'e: 
7p. Sub. Sedan. .| 3300] 4/4280jaegtimnprtx . Roy.Roadst’r 
6p. Cabriolet 4]... .|Beghikimnp 5p. Sedan...... 
- al tx Sp. — —" 
- 4p. Sportif. § | 4/5030jafgbkirx p. Sedan...... 
PAIGE 4p. Roadster....| § | 2]... .lafghkirx “6-72 — 
“610” 7p. Touring... . 3 14 5330 afghkirx . .Cab iolet . 
2p. Coupe...... 2 KISSEL ™ 7p. Tour. Lim . § | 415640lafghkirtx ..Sedan...... 
5p. Sedan....... 4|2825|aghmnr 6-73 6p. Brougham...| § | 4|5464lafghklr tx . . Petite Sedan. 
“614” 9 Cav. Cp. Rr Rtr}$1695 5p. Vic. Sedan...}| § | 4)560Ujafghkirtr .. Vic. Coupe. . 
4p. Phaeton 213140 Broug 1595 7p. Lim. Enc. Dr N 4/5863lafghkirtx “8.80” 
4p. Coupe...... 213150}aeghmort 4 Coupe Rdstr. 1695 7p. Cabriolet 3 | 4/5624/afghkirtx 5p. name Sedan. 
~ Eee cece 4 3240 aeghmnrt 5p. Sedan. ereeves 1695 “90” 5p. ERR: 
619 ‘8-95’ 4p. Sportif... ... 5900} 4/4475 = -amnd dap. Cab. Rdstr} £095 
4p. Phaeton 213595 7p. Touring.....| 2095 4p. Vic. Coupe. . 
4p. Coupe...... £13645 x 4p. Speedster... .| 2195 4p. Roadster... .| 5900} 2/4370 seghkdmn 7p. Sedan...... 
Sp. Sein. nia 4/3775 |aeghmortx - : a: .: pone | 
“629” p. Broug. Sedan 7p. Touri 6000}. .] .. S oe NAS 
ip. Phaeton 7 aee Ha 2, Rdstr. . i= - tx Pr 6” 
p. Sedee....... 4}4070|Deghjlmnp_ jj ©P- Sedan....... 5p. Vic. Sedan .| 7300] 4/484 lafghimprtx |} 2p. Coupe...... 
rtx 4p. Cy. Cp. Rdtr} 2095 p. Suburban ...1 7500] 4 4s lafshimort dap. Collap. Cab 
5p. Town Sedan 4]4155| Deghjlmnp 5p. Rrougham.. .| 2595 4p. Vic. Sedan...| 7450 4 =e p. Sedan....... 
rtx 7p, Sedan beeen 2595 = ai cien, 
Sp. Coupe...... . 14005 ‘8-126 7p. Town Bro'm.| 7500) 4/4615 + 5p. Sedan....... 
ip. Sedan....... 414150] Deghjimnp 4p. Tourster....| 3275 - Cabriolet. . | 7500] 4/4615jafghmprtx 5p. Landau Sed 
rtx 4p. Speedster... .| 3275} : ..Collap. Cab. | 7750 _ Jaeghkimnpr ‘Specia 
2-4p. Cabriolet. . 213930le 4p. Cv. Cp. Rdtr] 3185 tx 5p. Phaeton 
2-4p. Coupe.. vee 213965ie 4p. Cp. Rdstr. . .| 3185 2-4p. Col. Cab 
835 5p. Brougham- — 2p. Coupe...... 
7p. Phaeton - ow All Year... .| 3185 5p. Sedan....... 
bp. wedan....... 4/4160] Deghjlmnp 5p. Brou. Sedan. | 3275 2-4p. Coupe 
rtx 7p. Sedan....... 3785 5p. Sedan....... 
5p. Coupe. ..... . 14130 7p. Berline Sed. .| 3885 4p. Vic. Coupe. . 
vp. Lown Sedan 4|4155| Deghjlmnp * Advanced 
rtx MeFARLAN 121” W.8 
7p. Sedan....... 414290] Deghjlmnp Str. 8” 5p. Sedan... . 
rtx 131” W.B Sedan.. ... 
2-4p. Cabriolet < 14085] Deghjlmnp 2p. Roadster 4 2/34Uv/afghimnprx 130” W.B. 
rtx 5p. Touring... 265) 4/3400/afghlmnopr~ 7p. Phaeton. .... 
2p. Coupe. .... 2}4060| Dcghjlmnp 7p Tourmg... : 2750] 413450/afghlmoprx 2-4p. Col. Cab... 
rtx LASALLE 4p. Sp. Phaeton .}| 3130] 4/320ujafgh'mnprx 2-4p. Coupe... .. 
125” W.B. 3p. Town Coupe.}| 3180} 2/3650jafghlmnprx 5p. Landau Sed.. 
2p. Roadster... . $2345 5p. sedan.. . 3180] 4/3650/afghimnpr- 
4p. Phaeton.....| 2295] 4 4170 aeghimnprx 5p. Brougham. | 3180] 4/3650jafghimnprx 7p. Sedan....... 
HUDSON 4p. Sp. Phaeton.| 2875] 4.....|Beghjkmnpr |} /p. Town Car 4}3 75ujafghimnprx 
118” W.B. Sx 136” W.B 7p. Limousine... . 
2-4p. Roadsver . .j/$1295| 213355lahmnr 134” W.B. 7p. Sedan...... 3680] 3/400 |afghimnprx 
2-4p. Coupe.....] 1295] 2/3525lahmnru 5p. Family Sed.. 2450) 2 4580 7p. Sub Sedan .}| 3780} 4/4,00jafghimnprx OAKLAN) 
Coach... 1250} 2/3575jahmnru 2-4p. Coupe..... 2495] 2 4340 6” ted 
5p. Seda Raat 1325] 4/3645jahmoru 2-4p. Con. Coupe 2595}. . 4165 t....1$5800] 2/4300 afghlmnprx || 4p. Sp. Roadster 
127” W.B 5p. Sedan....... 2595}. . 4520 5p. Spt. Tour. . .| 5600; 4 4700 afehlmnprx 5p. Sp. Phaeton. 
7p. Phaeton. 1650] 413630 5p. Coupe. ..... 2625}. . 4365 aeghlmnprtx || 7p. Touring.....| 5700 4 4700 afehlmnprx ee 
5p. -| 1650] 4/3805/aghmnoru 5p. Con. Landau. 2725].. .... 5p. Sedan....... 6720 4 5200 afehimnpr< .Con+’t Cab 
5p. Std. Sedan 1450} 4 3750\ag bmnru 7p. Sedan....... 2775; 4 4645 aeghlmnprtx || 7p. Sedan....... 6720 4 5200 afehimnprx 5p. Sedan...... 
4p. Victoria. . 1650} 2/3710 mers 7p. Imp. Sedan.. 2875] 4 4796 aeghlmnprtx || 7p. Sedan....... 6920 4 5200 afghimnprx 5p. Sedan...... 
7p. Sedan....... 1950} 4/3945|aghmnru 5p. Traps. Cab.. 4900] 4... ‘| 7p. Town Car 9000 4 5200 aighimnprx | Cat t Land.}.... 
KEY TO SYMBOLS 
*—Italic figures denote shipping e—Type of i—Trunk and trunk rack: o—Car heater. v—Vanity set. 
weight. D —Disk wheels with spare. inom rack, ao trunk. —~ lighter. w—Windshield wings. 
A—Wood wheels with spare. d— —Spare tire. —Rear traffic signal. x —Clock 
.~ ood wheels. e —Front and rear bumpers. i- tire look. 2 —Spottigh t—Overali length. 
- = —— with spare. f -Front —— i m— an haat indicator. '— ee and smoking set. § —Prices on application. 
- or snu n ne 
C —Optional wheels with spare Bee > windshield wiper _ . —_— 
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j 
Passengers : = Passengers ; > Passengers . Passengers > 
and eels = Standard — 22/8 “| Standard pe e238 * Standard and 29/8 si Standard 
° ~- . : = .@ ° rm : . ; 
Model = | 92 /3|3;$| Equipment Model | 25 |3|35| Equipment Medel | 22/313; | Equipment Model | 25/8 |E5| Eauipment 
OL DSMOBILE PIERCE- ROLLS ROYCE STUTZ “BB” 
“F.28” ARROW “Si. Ghost” “Custom” 
ing Sp. Rdstr..| $995) . .|2650)aeghmnr “1” n Models....| § .. .|Bighjkmprx 131” W.B. 
5p. Sp. Touring..| 995}. .|2640jaeghmnr 2p. noc mega Ms 2/3350|afghimnrx Closed Models..} § ...|Bfghjkmprtx |} 2p. Speedster... ./$3495| 2/4478/aefgjlmnprx 
2p. Coupe...... 925) . .|2650|aeghmnr 4p. Touring.. 2700} 4/3365)afghimnrx “‘New Phan” 4p. Speedster... .| 3595) 4/4509/aeghjlmnprx 
5p. Sedan, 2d...] 925) 2/2785)aeghmnru 7p. Touring.. 2850} 4/3500/afghlmnrx n Models.. .| § ae Beppe 4p. er... .| 3845) 4|4600/aeghjlmnprx 
2-4p. Spt. Coupe.| 995). .|2680 ceghmn: u 5p. Club Bro’m..| 2475] 2/3540lafghimnprtx |] Closed Models...) § |..|....]/Begbkmprtx || 2p. Black Hawk.| 4895} 2|4302|beghilmnprx 
5p. Sedan, 4d...{ 1025) 4}2860/aeghmnr 2p. Coupe metal.| 2650] 2/3460 afghimnprtx 4p. Black Hawk.| 4945) 2’... .|beghjlmnprx 
5p. Landau Sed..} 1085} 4/2855} ceghmnru 5p. Brougham.. .| 3250] 2/3540jafghimnprtx 2p. Coupe. ..... 3495 2 yt st 
“DeLuxeSeries” 2p. Coupe leath.} 2650) 2/3490jafghimnprtx || STEARNS- 4p. Vic. Coupe. | 3495 2 4679\aeghjlmnpr 
5p. Phaeton.....] 1145] 4/°800]Beghjklmnr |] 5p. Club Sedan..| 2750) 4/3635\afghlmnprtx KNIGHT 5p. Coupe...... 3545 2 4769|aegh: imnprux 
...Road:ter....| 1145] 2|2770|Beghjklmnr |} 2-4p. Coupe met.| 2750] 2/3530)afghimnprtx “Series 80” p. Sedan....... 3570 4,4977|aeghjlmnprux 
.. Spec Coupe. | 995) 2/2760}aeghjklmn 5p. Sedan....... 2750| 4/3605|afghimnprtx 126” W.B. 5p. Brougham:. .| 3570| 4/4820 aegh)|mnprux 
... Sport Coupe.}| 1145) 2]2840}Beghj Imnr |} 2-4p. Coupe lea..| 2750] 2/3560jafghimnprt 2-4. Cab. Rdstr../$2495}. .|. 2p. Cab. Coupe..| 3695) 2/4520\aeghjlmnprux 
—_ £z rer 1175} 4/3005|Begh) .Imnr:1 || 2p. Con’t Cpe. ..| 2850] 2/3455jafghlmnprt 5p. C.C.Sedan.. .| 2495} 4]. . 145” W.B. 
...DeL. Landau} 1235}. .|4005)/Beghjxlmnru |} 5p. Club. Land. .| 2850] 4|3640|afghimnprt 5p. Sedan.. ..... 2495). .|.. 7p. Speedster 3895] 4|4748laeghilmnprx 
7p. Sedan....... 2850} 4 a afghimaprt 134” W.B 5p. CountryClub}..... e wee 
4p. Coupe...... 2950} 2 afghimn 5p. Coupe. ..... 2645]. .].... 7p. Sedan...... | 3895) 4/5¢/8/aeghjlmnprtx 
2-4p. Conv’t Cpe.| 2950} 2 3525 afghimnprt 7p. Sedan... .... 2845}. . 7p. Sedan Lim. .| 3995] 4|5/59 aegh)il mnprtx 
7p. Ene. Dr. Lim.| 2950] 4/3755jafghimnprt 7p. Limousine. . 2945}... 5p. Collap. Sed. .| 3995}. |5020 
5p. Sedan Land..| 3550} 4/3605/afghimnprt *F-6-85” ; 5p. Collap. Lim..| 4095). |5030 
OVERLAND 7p. Sed. Landau.| 3700} 4/3700jafghimnprt 4p. Roadster... .| $250} 2|4252jaeghkimnpr |} 7p. Collap. Lim..j 4195). |.... 
“4” Whippet ip.Ene. Dr.Land.| 3800] 4/3755jafghimnprt wx “We ‘ 
5p. Touring.....] $455] 4)1985{agr 5p. Opera Bro’m} 7000}..}.... 4p. Touring... . .| 3250} 4/4322 = ~weet 131” W.B. 
2-4p. Roadster..] 525] 2/1932{agr “36” 2p. Black Hawk {| 4895] 2/4302|beghjlmnprx 
2p. Coupe. ..... 535} 2/2060)aghr 2p. Runabout. ..| 5875] 2/4560jafghirx 4p. Cab. Rdstr. .| 3550] 2/4500 *. p. Sedan....... 4120] 4|4393 aegh: Imnprux 
2-4p. Coupe Cab.} 595] 2/2122Iaghr 4p. Touring.....} 5875} 4/4510jafghirx 5p. Cus. Sedan. .| 3350) 4 4562|aeghjkimno - Sedan....... 4120} 2]... ./aeghjlmnprux 
5p. Coach. ..... 535] 2|2160|aghr 7p. Touring.....| 5875] 4/4595|afghirx rtx 4p. Coupe...... 4120}. .|.. . .Jaeghjlmnprux 
5p. Sedan....... 610} 4/2210 ~~ 7p. Sedan....... 5875) 4/4815lafghirtx 4p. Coupe...... 3450} 2)4527laeghkimno 5p. Sed..} 4420) 4)... .Jaeghjlmnprux 
“6” Whippet 7p. Lim. Enel. . .| 5875} 4/4870jafgnirtx rtx 145” W.B. 
2-4p. Roadster..} 685) 2)2228lagr 3p. Coupe...... 6375) 214760jafghirtx 5p. Std. Sedan. .| 3450) 4/4572jaeghjklmno jj 5p. Sedan....... 4495) 4)... .Jaeghjlmnprux 
5p. Touring.....] 615) 4/23°3}agr 4p. Cpe. Sedan. .} 6375] 2/4795jafghirtx rtx 5p. Sedan... .... 4545) 4]... ./aeghjlmnprux 
2-4p. Coupe.....] 695] 2/2356l/aghr 4p. Sedan...... «| 6375] 4/4830jafghirtx 5p. Sedan Lim...| 3700} 4/4647jaeghjkimno || 7p. Sedan....... 4745) 4)... .|aeghjlmnprtx 
5p. Coach. ..... 695] 2/2423iaghr 7p. Enc. Dr. Lan.| 6000] 4/4895jafghirtx rtx 7p. Limousine...| 4995) 4 itilees lmoprtx 
5p. Sedan....... 770| 4|2484laghr 7p Sedan Land..} 6000} 4/4840jafghirtx 5p. Cus. Sed. Lim.| 3700] 4/4637/aeghjkimno 7p. Landau Lim.| 5295) 4). . .|aeghjlmn prtx 
4p. Lim. Enel. ..| 6375] 4/4840jafghirtx rtx “Salen Cus.” 
4p. C. C. Sedan.}| 6475) 4/4805jafghir 7p. Sedan....... 3750) 4|4702|aeghkimno Sp. PW Sedan.. .| 6345} 4)... .|aeghjlmnprux 
2p. Coupe...... 6600} 2/4745{afghir rtx 7p. PW Sedan.. .| 6345) 4 5014 aeghjlmnprtx 
4p. Sedan Land .}| 6600} 4/4795jafghirtx 7p. Sedan Lim. ..| 3950] 4/4777/aeghkimno 7p. Con. T’n Car| 6895] 4/5044 aeghjlmnprtx 
4p.Enc. Dr.Land.}| 6600} 4/4880jafghirtx rtx 
PACKARD 7p. Fr. Limou.. .| 7500} 4/4740jafghirtx “De Luxe H” VELIE 
“526” 7p. Fr. Landau..| 8000] 4/4865|afghirtx 4p. Roadster. ..| 5500} 2]... .Jafghmnprwx **6-55” 
5p. Sedan....... 1$2435] 4/4185|dghmnptx 4p. Cab Rdstr...| 5500} 2]... . Jaf prx 3p. Coupe...... $1195; 2]... .jahmnr 
2-4p. Coupe... ..| 2510] 214100|dghmnptx 2p. Coupe...... 5500} 2]... .lafghmnprx 5p. Coupe. ..... 1195} 2,..../ahmnr 
2-4p. Con. Coupe] 2585} 2/4020] dghmnpx PLYMOUTH 5p. Coupe...... 5500] 214942lafghmnoprtx 5p. Spec. Sedan..} 1195} 4]... ./ahmnr 
“635” 2-4p. Roadster. .| $675] 4/2/60jah 5p. Sedan.. 5500) 4/. afghmnprtx 5p. Royal Sedan.}| 1195} 4]... ./ahmnr 
2-4p. Runabout..| 2535] 2/3905|dghmnpx 5p. Touring. . 695) 4/2255}ah “De Luxe J” “6-68” 
5p. Phaeton.... .| 2535] 413905|dghmnpx 2-4p. Roadster..| 710] 2/2259|B 7p. Touring 5500} 4/4872lafghmnoprwx || 5p. Std. Touring | 1195; 4 2960!aeghmnr 
7p. Touring. .... 2635] 413950i/dghmnpx 2p. Coupe...... 685] 212795lah 7p. Sedan... .... 5600} 435167\afghmnprtx 5p. Sp. Touring..| 1265) 4 2985\aeghimnr 
4p. Coupe...... 2735] . .|4225/dghmnptx 5p. Sedan, 2d. 700} 2)2435|ah 7p. Limousine... 5800} 4|5217jafghmnprtx || 3-5p. Coupe... ..} 1265) 2/2980 aeghmnr 
5p. Club Sedan. .| 2735] . .|4240]dghmnptx 2-4p. DeL. Coupe} 735} |... .Jah “G8-85” 5p. Coupe. ..... 1265) 2/3070|aeghmnr 
7p. Sedan....... 2735] 414440idghmnptx 5p. Sedan, 4d....] 735) 412460jah 4p. Roadster. . 3950] -/4448laeghkimnpr || 5p. Spec. Sedan..} 1265] 4/3100/aeghmnr 
7p. Sedan Limo..]| 2835] 4]4475|dghmnptx wx 5p. Royal Sedan.| 1265) 4/3110/aeghmnr 
: “640” 4p. Touring 3950} 4|4633]aeghjkimnpr “6-18” 
| 2-4p. Runabout..| 3175} 2]. . PONTIAC “6” WX 5p. Std. Touring} 1515) 4/3160/aeghmnr 
5p. Phaeton.....| 3175] 4]... 2-4p. Roadster. .] $745} 2]2270jahn 4p. Cabriolet 4550) 2/4717|aeghkimnopr || 5p. Sp. Touring..| 1585) 413185|aeghimnr 
7p. Touring. .... 32751 41. 5p. Sp. Phaeton.| 775] 4 2425 4p. Coupe...... 4550} 2/4882/aeghkimnort: || 3-5p. Coupe.. ...}| 1585) 2/3230'aeghmnr 
2p. Coupe... .. 3250) 21. 2p. Coupe...... 745] 212435jahn 5p Sedan....... 4650} 4/4934laeghjkimno 5p. Coupe. ..... 1585} 2.3270 aeghmnr 
2-4p. Conv. Cpe.| 3350)... ... 5p. 2d. Sedan...] 745) 2/2520jahn rtx 5p. Royal Sedan.} 1585) 4/3310 aeghmnrx 
bp. Club Sedan. .]| 3750). .].... 4p. Sport Cab...| 795] 2]2455jahn 7p. Sedan....... 4750} 4|5027laeghkimno 5p. Spec. Sedan..| 1585] 4/3300 aeghmnrv 
ip. Sedan.......] 3750) 4]... 5p. Sp. Sedan...]| 825] 4/2595jahn ; rtx 8-90" 
Sedan Limo.. 4 5p. Sp. Landau. .| 875] 4|2640jaehn 5p. Sedan Lim 4850] 4/5009laeghjkimno 5p. Std. Touring} 2025) 4'....|aeghmnr 
, q rtx 5p. Sp. Touring..| 2095, 4!....|aeghimnr 
x 7p. Limousine.. | 525] 4]5102/aeghkimno 3-5p. Coupe... ..| 2095; 2)... ./aeghmnr 
: REO rtx 5p. Coupe. ..... 2095} 2|. 
: “Flying Cloud” 5p. Royal Sedan.} 2095; 4!....!aeghmnrv 
PEERLESS 2-4p. r. ./$1685] -|3350jaeghmor STUDEBAKER 5p. Spec. Sedan..| 2095 4 aeghmnrv 
“6-60” 5p. Brougham...}| 1645} 2]4535jaeghimnr “‘Dictater” 
* 2-4p. Roadster. .]$1195] 2|2635|/cghlmarw 2p. Sp. Coupe.. .| 1625] 213445jaeghmar 5p. Touring $1265] 4 ‘aghimor WILLYS- 
5p. Phaeton.....] 1195] 4/2635}oghimarw 4p. Victoria.....] 1795] 2|3550|aeghmnr 7p. Touring 1 4 jaghlmor IGH 
2-4p. a. . «| 1295) 4/2775}cghimnr 5p. Sedan... .... 1845] 4|3645|aeghmort 5p. Club Sedan. | 1185} 2 bghimor “Std. 6” 
5p. Brougham...} 1195] 4/2850jcghilmnr 5p. DeL. Sedan..| 1995] 4]3645|aeghmort 5p. Sedan....... 1265] 4|3280jaghIimor 2-4p. $995| 2 2631 aghar 
5p. Sedan... .... 1195] 2)2780|eghimnr ““Wolverine” 2p. Bus. Coupe. .| 1265} 2 aghimnr 5p. Touring 4 2710. aghor 
5p. Sedan....... 1295] 4/2905|cghimnr 4p. Cabriolet....] 1195] |2850jaeghinr 4p. Victoria... | 1345) 2 aghimor 2-4p. Coupe. 1045) 2/2507'aghnr 
“6-91” 5p. Brougham. | 1195] 2|2930jaehinr 4p. Royal Cab. | 1395) 2 Bghjlmor 5p. Coach. .... 2/2816 aghnr 
2-4p. Coupe.. ...| 1895] .|3225|ceghimnrtx 5p. Sedan....... 1295} 4|3090\aeghinr 5p. Royal Sedan.| 1395] 4/3415/Bghjlmn Sp. Sedan....... 1095) 4/2858 aghnru 
Sp. Sedan....... 1895} 4]3355}ceghImnrtx *“‘Commander” ““Great 6” | 
: 4p. Victoria.....] 1895}. .|3240}ceghImnrtx 4p.Sedan.......} 1495) 4/3665jaghimor 2-4p. Roadster. | 1850) 2/3486 aghmar 
_ 128” W.B. ROAMER 5p. Victorin.... | 1545} 2 Imnr 5p. by ye 1850) 4/3675 aghmar 
} ip Sedan...... | 1995] 4/3420|ceghimaortx “8.78” 5p. Sedan Rega! | 1665) 4/3815) Bghjlmnpr 2-4p. Cab Coupe} 1995) 2/3726 aghmor 
j “6.81” 2p. Roadster. $1595) 213450 ‘*President” 4p.FoursomeSed | 2195| 4'4128 bghimart 
5p. Phaeton.....] 1540} 4]... .Jaeghlmnx 2p. Coupe ..... 1750} 2|3225 121” W.B. p. Sedan...... | 1995; 4/4003 aghmart 
7p. Touring... .] 1595]. .].. . .laeghimnx 5p. Sedan....... 1795} 213380 4p. State Rdstr. | 1850} 2 Bghimnpr 135” W.B. | 
2-4p. Coupe....} 1595]. 13140] :e-himn “8.80” 5p. Sedan | 1685] 4|3760}aghimor 7p. Touring.... | 2285] 4/3943 aghmor 
4p. Victoria. . . 1595} . .|3155] »eghlmnvx 2p. Roadster... .] 1895} 2/3310 4p. State Cab. 1850} 2 3ghjlm ipr 5p. Coupe. ..... 2295) 2/3939 aghmnr 
Sp. Sedan ......] 1595] 4/3270|aeghimnvx {| 2p. Coupe...... 1985] 2/3410lag 4p. State Vic... | 1850) 2 3ghjimnpr || 7p. Sedan... ... 2595| 4/4112 aghmart 
“8-69” 5p. Brougham... .]| 1985} 2)3440/ag 5p. state xedan | 1850) 4/390€] 3¢hjlmnpr Tp. Limousine. 2695) 4/4146 aghmaort 
, 126” W.B. | 5p Sedan....... 1985] 4/3570jag 131” W.B. . 6” | 
5p. Coupe...... $2345 . .|3905 Deghlmnrtx **8.88” 7p. State Tour. .}$2485) 4 4125|Bghikimnprx || 2-4p. ter 1350} 2|2910 aghmnr 
e 13344” W.B. | | 5p. Tourer... . . .'$2495| 4'3650 cg 7p. Sedan....... 2085' 4 41 120 ee 5p. Touring.... | 1295) 4/2951 aghmar 
2-4p. Roadster. .| 2245 23710 Deghlmnrtwx'| 2-4p. Roadster. .| 2750) 2 3540 4p. Cabriolet ...}| 2250 2 4030|Beghjklmnpx || 2p. Coupe... .. 1295) 2/2767 aghmar 
1 Sp. Sedan... .... 2345 43875 Deghlmnrtx || 2p. Speedster..../ 2985) 2 2875| 5p. State Sedan..| 2250 4.4250 Behiklmnprt |} *» Coaeh. 1295} 2/3007 aghmar 
7p. Sedan....... 2545 .. 3975 Deghlmnrtx |] 5p. Sedan....... 2985 4|3g80 cg 7p. State Sedan. | 2350 4 4310/Bghjkimnptx || 2-4p. Cab Coupe | 1495| 2|2916 aghmar 
7p. Limousine. .| 2645. 4 4200 deghlmnrtx || 7p. Sedan....... 3285 — 7p. Limousine... . 2450 4, 4 4395/ Bghjkimnptx | 5p S.uan....... 1495) 4'3187 aghmort 
KEY TO SYMBOLS 
*—Italic Sones denote shipping e—Type of wheels optional. #—Trunk and trunk rack: o—Car heater. v—Vanity set. 
weight D—Disk wheels with spare. }—Trunk rack, no trunk. p—Cigar lighter. w— Windshield wings. 
A—Wood wheels with spare. d—Disk wheels. k—Spare tire. r—Rear traffic signal. —Cloe 
a—Wood wheels. e—Front and rear bumpers. ) tire lock. s—Spotlight. + Overall length. 
B—Wire wheels with spare. '—Front bumper. m— ne heat indicator t—Vanity and smoking set. §—Price on application. 
b—Wire wheels. n— gasoline cage u—Smoking set 


k absorbers or snubbers 
C—Optiona] wheels with spare. a Automatic windshield wiper 
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Y— Yes 


X—Sleeve valve. 


Vern" GYUGI UCL Cis pure 


R—Rectifier 


wristpins 


Ne i hk DREN os 


ecial type (rear springs) 
cups 


Oc— 


i-F—lInternal four wheels Oo—S 


— Dili 


al 


E-T—External transmission 


t—F abric 





external rear 


B-F—Internal front and 
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October 11, 1928 








MOTOR AGE 


Official 
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Station 


thought it was 
a side line’ 





BUT—it was a business! 


Stromberg Vis-a-Gas Carburetor 


New and Better—Specially built for the latest model 
Ford, Chevrolet, Pontiac, Whippet, Star, and for 
practically every make of car. The most highly 
developed and most dependable carburetor made. 
Assures easier starting, Smoother Idling, Snappier 
Acceleration and more Economical Operation—meet- 
ing more completely the particular requirements of 
every car and the demands of the motorist. A 
revelation in performance. Let us tell you why. 






aN, 





ST 


OmMmB 


ARBURETO 


He was a top-notch business man—agegressive but 
cautious. He decided to handle Stromberg Carbu- 
retors as a side line. He soon discovered that the 
tail was wagging the dog. He found Stromberg 
his biggest and most profitable line. He sold 
$18,000.00 worth of Stromberg products in 1927 
at a handsome profit in a town of 35,000 people. 
With the amazing new Stromberg Vis-a-Gas Car- 
buretor his sales for this year are far ahead of 
1927. He has gained the respect and confidence of 
his community by selling an article of great merit. 
He has hundreds of boosters because he sold them 
something that exceeded their expectations. 

He did it, as have thousands of others. You can do it—we 
will help you. Send for full particulars about the complete 
line of famous Stromberg Automobile necessities and our 
Special Service Station proposition. Be the first in your com- 
munity to get this valuable franchise. Write today. 


STROMBERG MOTOR DEVICES COMPANY 
58 East 25th Street, Chicago 


Factory Branches in Principal Cities 


TRG 





“The Accepted Standard” 
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X—Sleeve valve. 













type (rear springs) 


O—Speci: 
cups 


Dall 





br" La Cos 
1-F—Internal four wheels 


&t—Fabric 





E-T—External transmission 


E-R— External rear wheels 


external rear 





B-—Semi-steel 
B .F—Internal front and 
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* Every New Car is “0 
A Prospect for Cooper Heate 


The ever increasing popularity of closed cars has done away with 

Riicninseansions the old practice of storing them for the winter. Car owners of today 
es drive twelve months out of the year and a very large percentage of 

for Model “A ’ Fords : : : , 

them are in the market right now for better heating equipment. 


FORCED DRAFT 
HEATERS 













List Price 
Complete 


Heater body is easily installed over reg- 


ular exhaust manifold entirely covering The complete line of Cooper Car Heaters offers the garage, acces- 
exhaust pipe joint—the hottest point. At- ° . derf : 

tractive nickeled register and mat binder sory Store or service station a wonderful opportunity to close these 
furnished with each heater. sales and to reap the worth-while profits produced by quick turn- 


over on a small investment in stock. There is a Cooper Heater 
designed to fit and heat every motor car. 


Cooper DeLuxe Exhaust Type Heater 


This wonderful heater, shown above, is distinguished by 
the polished aluminum floor register 2154 inches long and 
75% inches wide. Heater complete includes Cooper 3-Way 
Valve, Dash Control, Tubing and Instructions. 


Rail Type Exhaust Heater Standard Exhaust Heater 







ListPrice | _, 
Complete i 
$7.00 m 






“Custom-bilt”’ 
for 1928 Chevrolet 


Highly efficient because its ribbed 










heating element replaces regular ex- An efficient heater for coupes and A real heater at a remarkable low 

haust manifold and takes full advan- fy small sedans. Floor register 16 price. Perforated steel floor regis- 

tage of the two-port exhaust outlet to © snch 5 f is 1414" b IZ" finished i li 

give guentat Wallan dannaile. inches serves as convenient foot ter is 1414” by 61%” finished in olive 
rest. Olive green lacquer finish. green lacquer. 


Complete with Valve. Dash Control, Tubing and Instructions. 
“Flexo” Jacketed List Price , 


Type Heater eS. Complete 
Rees ; a i $15.00 











_ List Price 


a= HES aaa 
Interchangeable end locking rings make 
the one heater model adaptable to 95% of 
all cars. Heater body encloses a section of 
the exhaust with funnel located just back 
of the motor fan. Nickeled register and 
metal tubing furnished. 






3 4 $12.50 


PRODUCTS 
















Manufactured by 


COOPER MANUFACTURING COMPANY 


Marshalitown, Iowa, U. S. A. 
Exclusive Sales Representatives 


THE FULTON COMPANY, Milwaukee, Wisc._ 













Cooper Manufacturing Co, 
ow 
Marshalltow™ is of the Coo 


Send us complete detail 
Line for this year: 
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Name .---<--0——— 


J cnet 


BGR SM aye 
“eae: 


ae 4 
4 


Address -- 


ec ——— Mail This For Com plete Intormation 
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Denatured Alcohollc 
Cold Weather 





Cold Weather Coming, says news- 
paper. cetter get Denatured Alco- 


hol in the radiator, and 
lot of trouble. 


OLD WEATHER COMING! 
... warns the Weather Bureau. 

Out go telegrams to newspapers 
in the ‘‘Cold Weather Zone.”’ 

In a few short hours newsboys 
are selling the papers on the street. 
Millions of car owners are reading 
Denatured Alcohol ads featuring 
cold weather forecasts. 

Thus are millions being warned 
—in time—to protect their cars 
this winter with Denatured Alcohol. 

It’s a real, helpful service for 
motorists. And a profitable service 
for dealers, too. 

Millions of people are learning 
that Denatured Alcohol is the best 
Anti-Freeze. Learning that all car 
manufacturers approve it... that 
the majority specify it exclusively... 
And they’re being told to go to the 
garages, service stations and auto 
dealers where they see the red and 
green Denatured Alcohol sign. 

‘“‘Free Testing Service’... 
that’s what this sign says. And it 


r 


Mail Coupon 
With One Dollar for ~ 
ALCO-TESTER 














avoid a 


will bring a lot of business to the 
dealers who display it. 

All winter long, motorists should 
have their radiator solutions tested. 
This means safety for them... and 
greatly increased profits for you. 


Extra Profits— How to 
Get Them 


No progressive dealer needs to be 
told that he should push and sell 
Denatured Alcohol during the win- 
ter. Winter profits are too hard to 
make ... and Denatured Alcohol 
too easy to sell... to require the 
slightest bit of explanation. But 
we want to make sure that you get 
the utmost benefit from our adver- 
tising campaign. 

Put up the red and green sign. 
Make sure that you have the Alco- 
Tester. Offer free testing service to 
the motoristsin your neighborhood. 
Remember . . . Free Testing Ser- 
vice brings them back to you in- 
stead of somebody else. | 


The Industrial Alcohol Institute, Inc. A-2 
30 East 42nd St., New York, N. Y. 


Gentlemen: Here’s my dollar for the Alco-Tester. I am to 
receive also the Denatured Alcohol Chart and sign. 


Name 
Address 


City 














ments... 


Millions read Ads that! 





Millions of people will read these 
Cold Weather Warning advertise- 


and then buy their De- 
natured Alcohol. 


Mail Coupon Now 
for Alco-Tester 


We need your cooperation to in- 
sure this campaign’s success. The 
only way to get business is to go 
out aggressively after it. 

As the first step will you be sure f 
to offer this free testing service... } 
order your Alco-Tester today. : 

Just clip $1 to the coupon be fF 
low and we’ll send you an Alco F 
Tester. This is a special price... f 
set remarkably low ...so that every F 


Denatured Alcohol dealer will buy : — 
one. The Denatured Alcohol Pro ¥ & 


tection Chart will be sent with | 
every Alco-Tester as well as the 
outdoor fibre sign shown in the 
pictures on the right. 

$1 to increase your Winter Profits © 
many times . . . surely that’s not | 
too much to ask. Clip the coupol > 
now while the subject is on youl F 
mind. Mail it today] 


Free Testing 
- Service Makes Money 
for Dealers 
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Campaign Based On 


arnings 


tuild DEALER PROFITS 











































WHAT A DRAMATIC STORY these 
pictures tell. Cald weather swoops 
down from the North .. . and motor- 
ists hurry to buy Denatured Alcohol. 
Here’s winter profits for you! 

















Ti asain dM 
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“‘CHEAP INSURANCE this Denatured Alcohol,’’ says motorist. ‘“A frozen radiator is no joke.’’ 
No wonder dealers everywhere are getting ready for a big demand. 
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| COMPRESSO 








NING aeolaalvne llalcehearse ya 


NORTH SOUTH 
HALL : HALL 


| VIN ca 


SILUAD 


"892-29 Sa dvds 


WABASH MAIN ENTRANCE AVE iN F 


Big News! 


To celebrate Curtis’ 75th Anniversary, a com- 
pletely new line of compressors, car washers, 
air stands and rotating lifts with 


new features 


of interest and importance to the entire indus- 
try will be announced and exhibited 
October 22-27 at the 


A. E. A. Show 


Spaces 362-368, South Hall, Coliseum, Chicago. 
Come expecting to see a revelation in design 
conforming with the most modern trends _,z, 
of the automotive industry 
























Pa 







~ —p 
LE 


Pneumatic Machinery Company 


ST. LOUIS 


New Yora 
Address 
S18W Hudson Term. 


St. Louis 
Address 
1957 Kienlen Ave. 

















ET 
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There’s a joker in the 
“cheap” lacquer can! 


“Cheap” lacquer doesn’t cost much a gallon. 
So, it seems.to save you money. 


But once “cheap” lacquer gets on the job in 
your finishing shop, the joker pops up. 

And oh! what a laugh he gets on you then. 
How quickly he wastes your money! 


The car “eats up” the lacquer—takes more 
—. material—nozzles clog — “bubbles” and 
-=. “orange peel” mar the finish—sanding and 
polishing take longer. And even the most 
skilled finisher you have can produce only a 
cheap-looking job. 


For a truly economical finish, use Opex Auto- 
motive Lacquers throughout. Less Opex is 
required — much less time and labor — its 
superior working qualities speed up the finish 
—reduces costs all through the job. 

But that’s only half the story. 


Opex finishes—unmatched for beauty, rich 
color, and durability—are worth more to your 
customers. They win friends and repeat busi- 
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ness for you. . “Modern 
Just remember this: “cheap” lacquers are Automobile 
far too costly for your shop. Opex Lacquer ae 













Enamels—quality always—bring much more 
profitable returns. : 


THE SHERWIN-WILLIAMS Co. 


Largest Paint and Varnish Makers in the World 
Cleveland, Ohio 


Send for this valuable 
handbook, of interest to 
skilled finishers and be- 
ginners alike. Discusses 
fully both the quick, over- 
the-old-finish and the 
“quality”? job. 
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THE SHERWIN-WILLIAMS Co. 

601 Canal Road, N. W., Cleveland, Ohio 

Gentlemen: 

Please send me complete data on Opex Automotive Lacquers. 


Trade-mark >) 
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“/ JIEWS of several new additions 

nearing completion at the main 

plant of the Graham-Paige Motors 
Corporation, Detroit 











GRAKAM-PAIGE 
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(SROWTH...in 


roduction...and in 


Open territories for the distribution 
of Graham-Paige motor cars are 
being closed as rapidly as production 
facilities are increased. 





The Graham-Paige organization is 
steadily growing—in production, 
and in sales. Factory floor space, 
including several new buildings now 
under construction, amounts to 
twice what it was when the three 
Graham brothers assumed owner- 
ship control. Our dealer and 
distributor organization has more 
| than doubled since last January. 





Graham-Paige distributors and 
dealers are business men of Charac- 
| ter, Capability and Capital—and we 
| are always glad to receive inquiries 


from men of this type. 


| Address Communications to foaiph db. > oy : 
Graham-Paige Motors Corporation Lioted 


| Detroit, Michigan, U. S. A. 
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Our customers are 
asking for Radiator: 











7 
Ke 
PAS | 
Mr. R. H. Thomas is the Manager of the Service » RADIA T iss 
Department of the Citizens Motor Car Company, Be ily Cer 
Packard Distributors, qf Cincinnati, Ohio. He is a ee! — 
great believer in Radiator Glycerine. Read why. 
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RE YOU going to sell anti-freeze this winter? 
Then read this message from the Citizens 
Motor Car Company, Packard Distributors, of 
Cincinnati, Ohio. 
It comes from R. H. Thomas, Manager of the 
Service Department: 


* 99 
: Shy Y C erin. e ‘*It seems to us that car owners are beginning 
yf ) y to realize that all anti-freeze solutions aren’t alike. 
‘*For instance, if one kind gives protection all 
= R. H. Thomas winter while others have to be renewed frequently 
at considerable additional cost, then it is natural, 


we think, for motorists to be willing to pay more 
to get fixed up for the entire season. 





ais _, 





‘*lhat’s probably the principal reason why so 
many of our customers are asking for Radiator 
Glycerine. 

‘*Another is that it doesn’t leave spots on lac- 
quer. And since its boiling point is even a few 
degrees higher than water, Radiator Glycerine is 
fine for use with radiator shutters. 


‘*Naturally, since your product costs more, and 
since the only chance of losing it is through waste 
or leakage, because it doesn’t evaporate, no car 
should be serviced with Radiator Glycerine with- 
out a thorough tightening of all cooling system 
connections. This we insist on. 





‘*‘We consider it a highly satisfactory product 
both from the standpoint of service to our cus- 
REG. U.S. PAT. OFF. tomers and profit to ourselves. ”’ 


RADIATOR 


lycerine 


THE SAFE ANTI-FREEZE 


When you sell RadiatorGlycerine you sell safety 
and satisfaction. Ample protection against freez- 
ing. No evaporation. No unpleasant odor. No 
risk to the car finish. No mysterious ingredients. 
Non-poisonous. Non-inflammable. Safe. 


i One filling lasts all winter. Good enough for 
% Amundsen to use at the North Pole. Good enough 
to meet government requirements of a perfect anti- 
freeze. It pleases your customers and makes money 
for you. 


GLYCERINE PRODUCERS’ ASSOCIATION 
45 EAST 1li7rx STREET, NEW YORK CITY 
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A NEW SERIES OF 








FARGO CLIPPER SEDAN— ideal for salesmen, 
for merchandise display, for station wagon or bus 
service. Seating capacity can be provided for nine, 


with seats instantly removable to permit use of 


compartment for standard load. 





Vast production permits such engineering and 
manufacturing refinements as the die-moulded 
rear corners that add to Fargo beauty and con- 
struction. Rear doors are equipped with heavy-duty 
door checks. Key-locking handles are also provided 
for the rear doors, with key interchangeable for 
front and rear doors. 











Selected hardwood interior is in natural finish. Hand- 
someinstrument panel, vision-ventilating windshield, 
rubber mat, well-placed controls, floor draft plates, 


genuine leather seats unusually comfortable for the 


driver,are Fargo features,unusualin commercialcars. 
Pillars, roofrails and sills are of sturdy construction. 





i a aa J 
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FARGO PACKET PAN - 
( Complete with Body 


195 


F.0.B. DETROIT 





N OW, in the New '2-ton Fargo Packet and in the 
%4-ton Fargo Clipper —first of a new series of deliv- 
ery trucks—Chrysler enters the commercial car field. 


. Announcement of the 1-, 144- and 2-ton trucks will 


be made Iater. 


In these commercial cars low-cost transportation 
receives tremendous advantages from the smartness, 
power, dependability and economical operation which 
have lifted Chrysler, in four years, to its present 
position of leadership. 


From the day that the first great wave of Chrysler 
preference swept over the country, American business 
has insistently demanded commercial cars worthy of 
Chrysler traditions. 


The New Fargoisessentially and unmistakably Chrysle:. 


It brings to the business world commercial cars, de 
signed and built for commercial purposes, which are in 
themselves advertisements of the progressiveness, high 
standing and efficiency of the merchants whom they serve. 
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COMMERCIAL CARS ax» TRUCKS 
” CHRYSLER 











In both the one-half and the three-quarter ton 
capacities—in four-cylinder and six-cylinder 
types—Fargo clearly establishes the results 
which artistic designing skill can produce in 
cars of strictly utilitarian purpose. 


Here, for the first time in standard production, 
you obtain the type of construction and the 
distinctive appearance you have in the past 


expected only in special custom-built com- 
mercial bodies. 


To this entirely new phase of practical beauty, 
the New Fargo adds a new degree of economy 
iN operation, dependability, service assurance 


and performance brought about by engineer- 
ing developments in the ‘Silver-Dome” 
high-compression engine, using any gasoline. 


We have a sales agreement that presents ad- 
ditional profit possibilities for any motor car 
dealer. This may be the very opportunity you 
have been seeking for a commercial car fran- 
chise that will increase your business. Wire, 
write or telephone at once for further details. 


¥ f 7 
Fargo ¥-Ton Packet Prices— Panel $795; Sedan $895; Chassis $545. 
Fargo %-Ton Clipper Prices—Panel $975; Sedan $1075; Chassis $725. 
{Prices of the Fargo 1-, 1% and 2-ton trucks will be announced later.} 


All prices f. o. b. Detroit. Fargo dealers are in a position to extend 
the convenience of time payments. 


FARGO MOTOR CORPORATION, DETROIT, MICHIGAN 


{Division of Chrysler Corporation} 
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The 4-Door Sedan 17 


For years Oakland-Pontiac dealers have been 
enjoying the advantage provided by a manu- 
facturer who has always kept them supplied 
with cars that were new and different and 
far ahead of the times. They have been 
selling cars so advanced in design and value 
as to attract buyers in record-breaking num- 
bers. They have seen their showrooms 
packed time after time by the popular appeal 
of Oakland and Pontiac Sixes. 


And now they are again destined to benefit 
from tremendous public interest. For Oak- 
land is presenting a New All-American Six 
embodying all these examples of advanced 
design: 


Seven Beautiful New Bodies—typifying the 
genius of Fisher in the creation of new and 
different styles. Including two convertible 
closed cars—the Convertible Cabriolet and 
the Landaulet Sedan. All closed cars with 
adjustable drivers’ seats. 


A Larger, More Powerful Engine— providing 
top speed of 70 miles per hour and more, 68 
brake horse-power at 3000r.p.m. and accelera- 
tion from 10 to 25 m.p.h. in six seconds flat. 
Exclusive patented rubber cushion engine 
mountings. 228 cubic inches piston displace- 
ment. A larger, more highly perfected carbu- 


Body by Fisher 


retor. New intake manifold. New type AC air 
cleaner. AC gasoline pump. Larger oil pump. 
Increased water jacketing. The cross-flow 
radiator with thermostatic control. 81-lb. 
crankshaft. Harmonic Balancer. ‘The G-M-R 
cylinder head. 


New Internal-Expanding Four-Wheel Brakes. 
New improved steering mechanism. New, 
larger diameter, slender rim steering wheel. 
Massive 10-spoke artillery wheels. Improved 
universal joints. New fully shielded gasoline 
tank of 15 gallons capacity. New instrument 


' panel. Semi-coincidental ignition and trans- 


mission lock. 


New Seamless Full-Crown Fenders of Flaring 
Type. Chrome-plated radiator shell. 
Chrome-plated headlights, cowl-lights and 
tail-light. Chrome-plated cowl bar, hood hinge 
and brackets for cowl lamps. 


Lovejoy Hydraulic Shock Absorbers. Spring 
covers. 117 inch wheelbase. Oversize balloon 
tires. 


And these are only the highlights of this 
great New All-American Six—a car which 
offers even greater money-making oppor- 
tunity to dealers in every section of the 
United States. 


Would you like to sell the New All-American Six—especially in con- 

junction with the record-breaking Pontiac Six? Why not learn all about 

the Oakland-Pontiac Double-Profit Franchise and the profit-earning 
possibilities it provides? Write Dept. C today! 


OAKLAND MOTOR CAR COMPANY, PONTIAC, MICHIGAN 
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Greatest September 
in Willys-Overland History — 


— more than doubles last September! 


Month after month, Willys-Overland’s sales records 
have been smashed throughout the year! And the big 
parade goes on— last month was the greatest Septem- 
ber in the Company’s 20-year history! 


It was the ninth consecutive record-breaking month. 
Sales of Whippet and Willys-Knight motor cars were 
more than double those for September, 1927. 


This towering structure of success has its foundations 
deep down in the sound elements of dollar-for- dollar 
value—in proved operating economy and dependable 


performance of the Whippet Four, Whippet Six and 
Willys-Knight Six. 


: 
, | Willys- Overland is one of the world’s three largest pro- 
ducers of automobiles—and this is Willys-Overland’s 
record year! 


Write or wire for franchise particulars. 


WILLYS-OVERLAND, INC., TOLEDO, OHIO 
\ WILLYS-OVERLAND SALES CO., LTD., TORONTO, CANADA 


rouns AYA /fp ippet SIXES 
WILLYS-KNIGHT SIX 
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NEW LAPS Systems 


REG. U. S. PAT. OFF. 







with Parts Index System, Bin Loading Diagram. Movit 


Rez. LU. S. Pat. Off. 
Stock Record Card furnished for use in Parts Index Board 


quick-change dividers 












LOCATION 
UNIT | SHELF 





PART 
NUMBER 


LIST 
PRICE 
















NAME OF PART BIN 




























MOVIT, the quick change divider 
fastener that makes every 
bin in a LAPS Sys- 
tem instantly ad- 
justable and 
eliminates the 
use of boltsin 

fastening divi- 


‘ders. 
_ 


Ss 


Parts Index Board fur- 
nished with every new 
LAPS system. It pro- 
vides a complete stock 
index record for every 
part stored in the bins. 


Parts Bin Load- 
ing Diagram for 
unit 1 of the 2 
unit system in 
background.T his 
diagram furnished 
with each system 
indicateslocation 
of bins in car as- 
sembly group 
where parts are 
to be stored. 






PATENT 
APPLIED FOR 


END IRONS 
for LONG PARTS 








cA 2-UNIT 


LAPS sysTEM 


FLY-WHEEL, GROUP 


Instantly adjustable in bin Size and Arrangement — Adaptable to any method of Parts Storage 
SF spec you purchase a new LAPS System you 


get the following proven advantages of parts 
storage and stock record keeping. 
(1) Correctly designed parts bins for a balanced 
stock with labels for every bin. 
(2.) A parts index system that is adaptable to list- 
ing parts as in any car manufacturer's parts book, or 
in accordance with your own method of listing and 


used exclusively in LAPS and provides for the quick- 
est rearrangement of bins or bin sizes possible to 
keep system up to date with shifting parts stocks 
and new car models. 


(4) A system that will fit your stock require- 
ments. LAPS systems are built in various sizes rang- 
ing from a I unit system carrying a $500 stock, toa 












locating parts, or listing and locating parts numer- 
ically, alphabetically, grouped by car assembly 
numerically or grouped by car assembly alpha- 
betically. 

(3) MOVIT, the divider fastener that makes every 
LAPS divider a quick change divider. This feature is 


Uy Wa 44/ 44, % hj q & 
1) 4. VD Vi ln * 


Its 








24 unit system carrying a $16,000 stock. 


Ask your jobber to give you full details on Lup- 
ton Auto Parts Storage Systems and make certain 
you get MOVIT, the quick-change divider fastener. 
Manufactured exclusively by David Lupton’s Sons 
Company, General Motors Building, Detroit, Mich. 
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Largest producers of 
Denatured Alcohol 








U.S.INDUSTRIALALcCOHOLEo. > 


Executive Offices: 110 East 42nd Street, New York, N. Y.—Branches in all principal cities 
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will be ready for buyers 
of things aircraft by 
January 


—orders are now coming in from buyers 
for copies at $1 each. 


—orders are now coming in from sellers 
of things aircraft for space for their sales 


story, their catalogs (some call it adver- 
tising ). | | 


Aircraft Division 


CHILTON CLASS JOURNAL Co. 


Fifty-Sixth and Chestnut Sts., Philadelphia 
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Chilton 
AERO 


Directory 


Catalog 








- 





oo ~ 


Specifications 


. Size: Page 10% x 7%. 


Type 9% x 6%. 


. Contents: 200 pages of 


companies. classified by 
products, specifications, 
personnel, etc. 


. Distribution: 5000 copies 


to manufacturers, oper- 
ators and other purchasers 
of aviation products. 


. Prime Purpose: To help 


purchasers to get in touch 
with suitable sources of 
supply. 
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The Automobile Industry 
Started this Great 


Pines AUTOMATIC 


Winterfront Year 





HIS looks like the biggest year 

Pines Automatic Winterfronts 
ever had. And the automobile in- 
dustry started it by telling the pub- 
lic that automatic motor protection is 
the only sure way to guard the 
motor from cold. 


These makers had their choice 
of two ways of motor protection. 
The first—a way that leaves this 
vital operation to memory and 
guesswork. The second—a posi- 
tive, dependable, automaticway that 
works always with scientific accu- 
racy. 

They chose the automatic way— 


and the public followed their 
judgment. 


We predicted car owners would 
demand the same protection now 
enjoyed by Hupmobile 8, Cadillac, 
La Salle, Lincoln, Pierce-Arrow 
and other fine cars. 





Pines Automatic Winterfront is 


the shutter you must sell to meet 
Our ‘prediction has come true. The car owners. this demand. It is the only automatic radiator shutter 


are running true to form. Every developmentin the onthe market. Thermostats are guaranteed. 
past started by leaders in this industry has resulted in 
just such public demand—and naturally, a landslide 
for the dealers who have been far-sighted enough to 


take advantage of it. The public wants what these 
cars have. 


The big Pines Winterfront national advertising 
campaign is telling the world about this decision of 
the industry. Get lined up with your Winterfront 
distributor now. The season of Winterfront profits is 
here. Don’t miss a single sale. 


PINE S om 


INTERFRONT —It’s Automatic 


PINES WINTERFRONT COMPANY, 410 North Sacramento Blvd. 
CHICAGO, ILLINOIS 








Wholesale distributing connections everywhere. Write us for name of your nearest distributor. 
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power of 5 tons 


Selling help with a brilliant display sign for your counter 
them—sell them. Buy Atlantics from your Wholesaler! 


Here’s a Price That Pulls 
Real Tow Line Profits— 


When motorists need a tow line it’s too late to buy one... right 
now is the time to sell them. The Atlantic Tow Line retails for 
$1.00—tthe lowest priced insurance against the unexpected emergency. 


The Atlantic, a highly approved automobile tow line, is a 12 ft 
length of high grade, pliable, special alloy steel, with a pulling 


S 
: — , . Display sistance. 
| . The price of a complete Atlantic 
: | Tow Line, packed in an attrac- 
The A slantic Tow Li ne Manufacturing Co. tive three-color pocket - fitting 


509 Boardwalk Atlantic City, N. J. 








The Tow Line that 
knows no Sales Re- 


metal container. 











THE ATLANTIC AUTOMOBILE TOW LINE 






















FOLLETT’S .S% TIME STAMP| 


accounts for every labor minute 


Prints the year, month, day, hour, 
minute, A.M. or P.M. at the exact 
moment the plunger is pressed—like 
this, for example: 


NOV 19 0200 4 38 FY 


Tells when a job is started—and when it is 
finished. ‘There can be no dispute over. the 
time charge. 


Absolutely automatic — except for winding. 
Every machine guaranteed. 


Follett Time Recording Co., 217 High Street, Newark, N.J. 
“Established Since 1904” 

















UNIVERSAL 
SPRAY GUN 


The Universal equips you 
to do spring lubrication, 
engine cleaning, painting, 
etc. You can add $3 clear 
~~? to your bill on every 
job. 


QUICK PROFITS 


for garages, service stations and repair shops. 


The Universal Sprays oil, paint, cleaning liquid with equal 
efficiency. Air can be connected at either end of handle. New 
low price $12.00. Write today. 


ECONOMY MACHINE PRODUCTS CO. 
5213-14 Lewrence Ave. Chicago, III. 




















Genuine CANTON 











2~TON CRANE 
acy Paym ent P lan i] 


zed Biggest Value | 2) 


™ When you buy a 3-ton tak gl ou 
m= what WILL LAST LIFETIME This wy | 
TRUE ECONOMY. Castings are semi-steel : 














and pawl—$125. Safety Friction Load Brake 
$50 additional. Can easily be installed on old 
cranes. Meets all State Safety Codes. Cataleg. 
Ask about our Easy Payment Plan. 


CANTON FOUNDRY & MACHINE CO. 
CANTON, OHIO 





DOVER 


SAVAL 
Liquid Oil Measures 


Made of heavy steel, copper 
— | highly polished and od 
quer A ty product. 
The universally known thumb op- 
erated valve control is simple, 
itive and fool-proof. t 
exibili means speed, service 
and satisfaction. A simnle, ei! 
stra assures 








perfect nih ALWAYS. ann. 
DOVER MEASURES 


with valve control and oi] strain- 
ing device, are made in 1-3-4 
ome capacities. 


Manufactured by 


DOVER STAMPING & MFG. CO. 
CAMBRIDGE A, MASS. ‘ 
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The short visor on the modern car makes every new car 
buyer a prospect for Visorite. Fits any visor, can be attached 
in a few seconds with patent clamps. No holes to drill. At- 
tractive—well made—casts a soft green light which dispels all 


glare. Lists at $2.95 


Ask your jobber’s salesman. If he cannot supply you, write 


dircct giving his name. 


SAYLOR MBG. CO., DENVER, COLO. 
2205 Champa Street 














Automatic Starter Control 


THE GREATEST AUTO DEVELOPMENT IN RECENT YEARS— 


just push in the clutch to start your motor. Write for 
particulars. tributers wanted. 
MOBILATOR CORP., 2816-333 N. Michigan Ave., Chicago 

















A waving red light is the universal danger 
signal. Here is a positive warning stop 
light, with positive profits. Write today 
for complete information. 


The 





Model A-AA 


for ILER ELECTRICAL MBG. CO. 


Passenger Care 5103 Lakeside Avenue, Cleveland, Ohio 
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How to Satisfy 
“Bill Kicker” 


Bill Kicker is the tough cus- 
lcs who kicks over greased 
upholstery and marked fenders. 
The safest and most profitable 
way to do his work is to protect 
the car inside and out with 
CAR OVERALLS — made of 
strong striped Denim. Install 
quickly. Write for prices. 


Keep KLEAN Auto Propucts Co., INC. 
416 E. 176th Street New York City 














oe DURAN TF use 


IS A BRILLIANT SUCCESS 
DURANT MOTORS, Inc. 


250 West 57th St., New York, N. Y. 
Factories: Elizabeth, N. 3.—Lansing, Mich_—Oakland, Cal.—Terente, Canada 

















AL JUSTABLE 


IDEAL *portasce 


A hinged device tc test all armatures from ~ 
%” to 10” diam. Ideal Adjustable Growlers 
make the proper span eliminating core or slot 
shorts. uaranteed satisfactory or money 
refunded. Get prices and sales offer. 


. J. ANKENBRANDT 
2140 WAKEMAN ST. TOLEDO, O. 






GROWLER| 


Lis 














LANDIS Shock Diffusers 


Now Ready for 
FRANKLIN, PACKARD, MARMON 
CHRYSLER IMP. 80, HUPMOBILE CEN. 8 


LANDIS ENG. & MFG. CO. 
AUTOMOTIVE DIV. WAYNESBORO, PENNA. 








fe N l | 
a Rewound Armatures 
NEIL ARMATURE CO. CANTON, O. 
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SHOP EQUIPMENT for 
BATTERY and ELECTRICAL SERVICE 


Test Benches * * Reetifiers * * Constant Potential Battery Chargers * * Lathes 
Battery Testers © * Miea Undercutters * * Growlers 

















4358 Roosevelt Road Chicago, Mlinois 

















With the World to choose from 
they chose 


HOUDAILLE 


SHOCK ABSORBERS 
for the ride 


HOUDE ENGINEERING CORP,, Buffalo, N.Y 














Increase Your Repair Business 


With The 
HAMMETT MOTOR TESTER 


HAMMETT MFG. CO. 
13th & Oak Sts., Kansas City, Mo. 














. » « - . wait for the improved 


RIGHT WAY BRAKE TESTER 


Licensed under Patent No. 1264770 


RIGHT WAY BRAKE TESTER COMPANY 
WATERTOWN, WISCONSIN 






























License Pat. No. 


1264770 
Other Pats. — 


Pending- The patented Linendoll Auto Brake 


Tester gives all information necessary 

for equalizing brakes on ~~, car or 

light truck! $37.50 complete. Write us! 

THE NORWALK AUTO PARTS 
. COMPANY 


Norwalk, Ohio 


Gen. Sales Office 
Real Estate Trust Bidg. 








N Pedal Depressor 
0 


-_§ Locking Tyne Philadelphia, Pa. 





EQUIPMENT tie 
MAKES SERVICE PAY .,. 


WRITE FOR CATALQG 











The PRICE-HOLLISTER CO. Roc 
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There is a Demand for— 


WATSON STABILATORS 


Make the most of it 


John Warren Watson Co. Philadelphia, Pa. 
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GEAR SHIFT BALLS, ORNAMENTS 


THE KINGSLEY-MILLER COMPANY - CHICAGO 
























Valve Face 
Grinding Machine 


No. 650-—refaces valves of any angle, with stems of 
5/16” to 41/64” diameter. The Sioux Roller Chucking 
System assures amaz_ng accuracy and sp-<ed. 

Net Price Complete $160. Your Jobber Sells It 
ALBERTSON & CO. Sioux City, Ia., U. S. A. 























URETER 


1,000,000 a year going into service 


CARTER CARBURETOR CORPORATION, ST. LOUIS 





































THE GREATEST TRUCK TIRE 
APPLYING PRESS EVER BUILT 


is our No. 2727—325-Ton Model 
Our Full Page Message in Chilton Catalog and 


Directory (The Yellow Book) tells the Service Tale 
of our Tire Applying Press. Over 1000 in use. 


The Charles F. Elmes Engir.eering Works 
230 N. Morgan Street Chicago, Ill., U. S. A. 








































Guaranteed 
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properly installed. Write for 
details. 


The Wel-Ever Piston 
Ring Co., Toledo, Ohio 






















R&R SUPER POWER CYLINDER HEADS 


For Chevrolets and Racing Equipment 


R & R MANUFACTURING CO. 
CABLE ADDRESS RCO ANDERSON, INDIANA 

































Bi igler 


Bette Built Trunks 


BIGLER MANUFACTURING CO. 
CHIPPEWA FALLS, WIS. 






























Cut Your Own Gaskets 


Save time—no running around hunting the size: ae an old 
model. Turn out the job and collect the cas 


ENAX or. 6TANBAB « 


ADVANCE PACKING & SUPPLY CO. 


808 Washington Boulevard Chicago, III. 

















STATEMENT OF OWNERSHIP, MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACT OF CONGRESS OF AUGUST 24, 1912, 
of MOTOR AGE, —_ <<" “eg | Philadelphia, Pa., for 
tober lI, 


STATE OF PENNSYLVANIA 
COUNTY OF PHILADELPHIA § * 


Before me, a Notary Public in and for the STATE and county aforesaid, 
ed appeared C. Musselman, who having been duly sworn according 

law, deposes and says that he is the Business Manager of MOTOR 
AGE, and that the following is, to the best of his knowledge and belief, 
a true statement of the ownership, management (and if a daily paper, 
the circulation), etc., of the aforesaid publication for the date shown in the 
above caption, required by the Act of August 24, 1912, embodied in section 
443, Postal Laws and Regulations, printed on the reverse of this form, to wit: 


1. That the names and addresses of the publishers, editor, managing editor 
and business manager are: Publisher, Chilton Class Journal Company, Chestnut 
and 56th Sts., Philadelphia, Pa.; Editor, John Cleary, 3722 Highland Ave., 
Drexel Hill, Pa.; Directing Editor, Norman G. Shidle, 3815 Chestnut St., 
Philadelphia, Pa.; Business Manager, C. A. Musselman, Merion, Pa. 


2. That the Owners are: (Give names and addresses of individual owners 
or if a corporation, give its mame and names and addresses of stockholders 
owning or holding 1 per cent or more of the total amount o* stock): United 
Publishers Corporation, 239 W. 39th St., New York City 


U. P. C. Stockholders in excess of 1%: 
aoe H. Buzby, The Wellington, 19th & Walnut Sts., Philadelphia, 
a. 


C. A. Musselman, Merion, Pa. 
Charles G. Phillips, Montclair, New Jersey 


(A) Frederic C. evens Co. (See Note) 23 Prospect Terrace, 
ontclair. N. 


(B) United Rental Publishers, Inc. (See Note) 239 West 39th St., 
New York City. 
Lee Higginson ‘& Co. (Partnership), 43 Exchange Place, New 
York City. 


Note—Stockholders of (A) 
Frederic C. Stevens Co. 


Velma 8S. Stevens, 325 West End Ave., New York, N. Y. 
F. C. Stevens, Jr., 325 West End Ave., New York, mk ie 
Velma I. Stevens, '325 West End Ave., New York, N. 
Frederic C. Stevens, 325 West End Ave. .» New York, N. ¥. 
Ruth S. Kane, Montclair, N. J. 
Stockholders of (B) 
United Business Publishers, Inc. 
Anna’ B. Frank, Pleasantville, N. Y. 
Fritz J. Frank, Pleasantville, N. Y. 
Mabel M. Griffiths, Montclair, N. J. 
Lillie Lindsay, 698 West End Ave., New York, N. Y. 
C. A. Musselman, Merion, Pa. 
A. C. Pearson, Montclair, N. J. 
Lelia C. Pearson, Montclair, N. J. 
Frederic C. Stevens, 325 West End Ave., New York, N. Y. 
Harry E. Taylor, Montclair, N. J. 
Frederic C. Stevens Co., 23 Prospect Terrace, Montclair, N. J. 
(Stockholders of Frederic C. Stevens Co. See above) 
Lee Higginson & Co. (Partnership) 
Iselin & Co. (Partnership), 36 Wall St., New York, N. Y. 


3. That the known bondholders, mortgagees and other security holders 
owning or holding 1 per cent or more of total amount of bonds, mortgages or 
other securities are: (If there are none, so state.) None. 


4. That the two paragraphs next above, giving the names of the owners, 
stockholders, and security holders, if any, contain not only the list of stock- 
holders and security holders as they appear upon the books of the company 
but also, in cases where the stockholders or security holders appear upon the 
books of the company as trustee or in any other fiduciary relation, the name of 
he person or corporation for whom such trustee is acting, is given; also 
that the said two paragraphs contain statements embracing affiant’s full knowl- 
edge and belief as to the circumstances and conditions under which stockholders 
and security holders who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other than that of a bona fide 
owner; and this affiant has no reason to believe that any other person, associa- 
tion, or corporation has any interest direct or indirect in the said stock, bonds 
or other securities than as so stated by him. Cc. A. MUSSELMAN. 


Sworn to and subscribed before me this lst day of October, 1928. 
(Seal) HARRY SMITH 





Commission Expires January 20, 1930. 











CLASSIFIED ADVERTISEMENTS 


AND BUSINESS OPPORTUNITIES 













GARAGEMEN we have 2000, 8 x 13 good 


FOR SALE—Miller race car, formerly owned by 
Tommy Milton. Holds three world’s records. 
Fine condition, ready to race. Has $2,500 

Priced for quick sale 


quality cemented auto patches; first $250.00 
check takes them F. O. B. Write Lewistown 
Mig. Company, Lewistown, Pa. with truck, $2,450 


Charles, Ill. 


worth of extra vg 


VALUABLE franchise for a medium popular 
priced six-cylinder car, doing business in 4a 
thriving farm center in a town of 10,000 popu- 
lation in Northeastern Colorado. Act immedi- 

KOHLERT, St. ately. Will take $5000.00 cash to handle. 

Wire or write Box 6327, MOTOR AGE. 
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HEN a customer drives up 


WwW to get a quart of oil, you 
naturally lift the hood to pour 
the oil in. This puts the fan 
belt right before your eyes. If 
it is grease soaked and glazed 












CROSS SECTION OF 


GATES vex 




























; ' ' i MOULDED V BELT | 
with dirt, you know it’s slipping. 
You can honestly say, “Mister,  - e-snart 
this fan belt isn’t cooling your a vy 
engine properly. It’s all soaked ’ we rye 
with grease. With a new fan Same cre 
belt, you’d save a lot of this oil 60 to 80 stong endless : 

’ . 9 cordsrunclear aroun 
that you're now burning up.” — everyGates Vulco V- | 
a simple, easy thing to do—a Belt—each cord tested : 

to more than 18-lbs. 

courtesy your customer apprec- strength. That's what 
iates. It pays in good will ‘and makes this belt non; | 

¢ ' : stretch and practically 
it pays in added profits. Just try unbreakable. Built | 
like a cord tire—that'’s ' 
it the next time a customer why the Gates Vulco | 

comes in to buy a quart of oil. V-Belt is giving extra 


Ww ng service and pleasing 
fs your customers. 








“The Standardized Fan Belt” 
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GATES v<>BELTS 


Manufactured by The Gates Rubber Company, Denver, U. S.A. 
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TROPCAIR 
Automobile Heafer 
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Patent Numbers: 
1581761 


1668490 
1668491 








=~ Clean 
~ QOdorless 


Dependable Heat 


Universal approval—that only 

can account for the remarkable success of 
Tropic-Aire. Originally intended for higher- 
priced cars, its advantages are so obvious that 
owners of all makes want nothing less desirable. 











for those We help you to make big profits acertainty. Find for 


who dont \< _ out! Write for all the facts. Passenger Cars 
go south’ Motor Busses 


‘TROPIC- AIRE, INC. and Taxicabs 
1030 RAMSAY ST. N. E., Minneapolis, Minn. = : : 























a 











are Selling Chrysler to the Public— 





‘Lue NEW CHRYSLERS— “75” and “65°—at the moment of 
their first appearance in the salesrooms, attracted the eager inter- 


est of the buying public. 


Now, with thousands of new Chryslers on the streets, their day- 
by-day contrast with other cars intensifies their superiority in 
style and performance. 


In other words, every new Chrysler in the hands of an owner is 
telling and re-telling the story of the greater desirability of 
Chrysler and is making new buyers for Chrysler. 


If you read the message aright, you'll be more than ever convinced 
that you’re overlooking a wonderful opportunity if you are 
neglecting the chance to become a Chrysler dealer. 


Let us hear from you. There may be an opportunity in your own 
community right now. We will keep your inquiry in strictest 
confidence. 


CHRYSLER SALES CORPORATION, DETROIT, MICHIGAN 
CHRYSLER CORPORATION OF CANADA, LIMITED, WINDSOR, ONTARIO 






































